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@ 8% greater milk production ¥. . that’s Uncle 
Sam’s goal! An army of Blatchford dealers are do- 
ing their part by recommending Blatchford’s Calf 
Meal or Calf Pellets to calf-raisers . . . so that vi- 
tally needed MILK goes for DEFENSE! It’s a rec- 
ommendation YOU can follow with ¢onfidence. 

Blatchford’s Calf Meal and Calf Pellets‘are read-~~ 
ily available through representative Distributors. 
Order today . . . and write for Dealer ‘‘Profit Shar- 
ing Plan” and FREE GIFT CATALOG! 


Standard product for over 


4,000 feed-mixers. 
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New Plant 


The above plant was recently Before you start building or remodeling, 
completed for the Scotland Com- _ investigate Strong-Scott equipment. Find 
munity Elevator, Scotland, S. D. out why our equipment is so efficient and 


ical i ion. Full il 
economical in operation. Full details upon 


request. 


and includes such Strong-Scott 


items as Triple Action Dry Feed Everything Jor Every Mill, Elevator 


Mixer (overhead installation, see and Feed Plant Tae 
he Stron trong- -Scott Mf§ Co. MINNEAPOLIS 
below), Valves, Fittings, Tex-ropes, Branch Office: Great Falls, Mont. ott Mig Minn. SOT 


Truck Dump, etc. FRED H. 1. CHASE, Representative 
Box 124 Oshkosh, Wis. Telephone 8187 


Photographs 
courtesy 
T.E.IbbersonCo. 

Minneapolis 
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FRANKE GRAIN CO. 


ESTABLISHED 1892 


Jobbers of ... 
Wheat GENERAL BIOCHEMICALS 
Rye Middlings INCORPORATED 
Makt Sprouts 
Manufacturers of 
Linseed Wical NUTRITIONAL BIOCHEMICALS (Vitamins) 
Soybean Meat FOR 
Oatfeed CONCENTRATES FOR FEEDS 
CAROTENE 
RIBOFLAVIN 
GRAIN AND STOCK EXCHANGE NICOTINIC ACID 
M ' LWA U K c S Other biologically important factors are also available. 
For further information write to 
GENERAL BIOCHEMICALS, inc. 
10 Laboratory Park ++ Chagrin Falls, Ohio 
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| Yon Name It --- We've Got It” 


For a Complete 


MILK-FEED SERVICE 


SUPREME BRAND 


DRIED SKIM MILK 


PERFECT QUALITY PRICED RIGHT 


SUPREME BRAND 


| ¥V CONDENSED BUTTERMILK 


“The Genuine Condensed Buttermilk in the Yellow Barrel” 


Simplest Cheapest 


SUPREME BRAND To Operate 


DRIED BUTTERMILK 


¢f EASTERN SEABOARD DISTRIBUTORS FOR 


ACTO-G DRIED WHEY 


@ Buy from a concern that deals exclusively in milk products for 
animal feed. As one of the largest distributors of milk-feed products 
in the East, we are able to offer you prompt delivery, at prices that 
assure you of a good profit. 

@ Remember — no matter in what form it comes, you are always sure 
of a consistently perfect milk product, when you buy SUPREME. 


the ‘top in corn 


America’s ‘top quality, ‘top selling price steel- 

cut corn is ‘golden cut’ — a product of clean- 

slice, sta-sharp knives that cut faster, make 
more coarse grade, take less power, make — 
less by-product, require less re-sharpening...- ~ 
World's bestbuilt Cutters. 5 sizes — a capacity ait 
to suit every mill. Py 


Write, Phone or Wire for Unusually Attractive Prices 


Ask for catalog B-167 


S. HOWES CO., INC., Silver N. 
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Bigger Profits Eggs 


using the 


ARCADY EGG LAYING PROGRAM 


WONDER FAT 


* CONDENSED BUTTERMILK 

WONDERLAS; ALSO 

°* ANIMAL LIVER MEAL 

®* DEHYDRATED ALFALFA LEAF MEAL 
® FORTIFIED COD LIVER OIL 

* WHEAT GERM OIL 


Plus: 


A Complete merchandising program, including: 


Jim Poole’s Market Radio Program 

Your personalized direct-by-mail 

Premium coupons in each bag of Arcady Feeds 
National Magazine Advertising 


Make Your Feed Business Pay™ THE ARCADY WAY 


ARCADY 
FEEDS 4 


FARM 


LABORATORY 


FOR ALL LIVESTOCK AND POULTRY 


eée THE FEED BAG — August, 1941 


These exclusive ARCADY Ingredients: 

q 

] ARCADY FARMS MILLING COMPANY: 223 WEST JACKSON BLVD. CHICAGO, ILL. 


DAVID K. STEENBERGH 
Publisher 
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credit business involves 


and many needless losses 


PON the undisputed fact that a 

credit business involves worri- 

some risks and many real loss- 
es are bound to creep in, The 
Waterloo Mills of Waterloo, Ind., be- 
gan gradually to tighten credit 
terms, several years ago. The first 
step was to put every slow-pay cus- 
tomer on a strict cash basis, others 
as fast as it could be done without 
losing good customers. As a re- 
sult of this action and procedure 
80% of all sales and service vol- 
ume has been turned into a cash 
basis within five years, and the re- 
maining 20% of open account vol- 
ume is held strictly to 30 days, ac- 
cording to the proprietor, Pliny 
Gratz. 

This achievement was not accom- 
plished overnight, as Mr. Gratz pre- 
ferred to establish the policy gradu- 
ally and solidly. He said the only 
customers he ever lost at all were 
those who got so far behind on their 
bills that they became ashamed and 
took their business elsewhere. His 
biggest customers and those who 
were repeat buyers were those who 
kept their bills paid up promptly. 
As soon as he put his slow-pay cus- 
tomers on a strict cash basis, they 
too, came in for feed, grinding serv- 
ice and flour on a cash basis. 

Decision to develop a cash plan 
came as a result of accumulations 
of uncollectible accounts. One farm- 
er in particular piled up a big debt 
for seed, flour and feed. That was 
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back in 1936. Although 25 or 30 
collection letters were mailed to this 
debtor to say nothing of personal 
calls to collect the debt, he just 
wouldn't pay. 

Mr. Gratz has succeeded in build- 
ing up 80% of his volume to cash 
by explaining to each customer in- 
dividually that the big investment 
in buildings and modern milling 
equipment combined with neces- 
sary cash to buy grain and concen- 
trates and pay labor hire make it 
vitally essential that they pay him 
cash on delivery of merchandise 
and custom grinding. He also em- 
phasizes to the customer's face that 
his credit is good, but business rea- 
sons require cash. When credit is 
granted, he points out that it is an 
accommodation to tide the buyer 
over a brief period, and that any 
credit so granted, must include 
prompt settlement within 30 days. 


“Farmers understand this,” Mr. 
Gratz declared, “and they take no 
offense when these terms and con- 
ditions are courtesously explained 
to them. We have lost no desirable 
customers since adopting the cash 
policy, but on the contrary, our sales 
and grinding service have im- 
proved during the past few years. 

“Further to illustrate how this 
plan works in our favoor, we keep 
one salesman working full time. He 
operates in a dual capacity. He 
visits farmers in our trading area 
soliciting orders for custom grind- 


ing, poultry and livestock feed— 
hogs, dairy and beef cattle; second- 
ly, he calls on grocery stores and 
small feed dealers selling a full line 
of feed, and our own brand of flour. 


“Setting out clearly and concise- 
ly the terms of each sale is just as 
important as closing up a deal. 
Farmer or feed dealer is made to 
understand that when the mill de- 
livers their orders, the terms must 
be cash. The only exceptions are 
among well rated dealers and farm- 
ers, and then on a positive under- 
standing payment to be made in 30 
days. In no case may the second 
order be delivered unless and until 
prior delivery is paid in full.” 

Mr. Gratz believes and his experi- 
ence bears him out that a measure 
of sensible flexibility is necessary in 
building up a cash business. To il- 
lustrate. A well-to-do farmer came 
in recently and knowing his terms 
were cash, asked if he could get 
two weeks’ credit on a bill of feed 
and flour including some seed oats. 
Mr. Gratz asked him if he meant ex- 
actly two weeks. The farmer said 
yes. “You can have my entire mill 
on those terms if you want it,”” Gratz 
assured him, and the deal was 
made for prompt delivery of his or- 
der. “On credit extensions, get 
them down to a definite date. Good 
customers will keep their word.” 

A good collection system is en- 


(Continued on Page Fifty) 
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HOW You Can Make a 


DOUBLE PROFIT 
from Your Own Soy Bean Crop 


1. Sell Your Soybeans for Cash to One of These 5 Plants Near You. 
2. Feed this Universal Protein Feed that Produces Quicker and 
Cheaper Livestock Gains—While Bolstering the Soybean Market. 


EXPELLER OLD PROCESS | 
SOYBEAN OIL MEAL 


* 
The Meal 
CEDAR RAPIDS with the 
Original 
“Nut-Like" 
Flavor 
* 
GUARANTEED 
PRODUCTS CO PRODUCTS ANALYSIS 
MISSOURI 


Prices are 


It's just good sense to feed this high RIGHT 
protein feed—which creates a better 
market for your own crop! Visit one BY CARLOT 


of these mills near you! Find out 
what a good deal you can makel 


OR TRUCKLOAD 


DECATUR SOY PRODUCTS CO., Decatur, Ill. 
ILLINOIS SOY PRODUCTS CO., Springfield, Ill. QUINCY SOY PRODUCTS CO., Quincy, Ill. 
GALESBURG SOY PRODUCTS CO., Galesburg, Ill. IOWA MILLING CO., Cedar Rapids, lowa 
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ANY feed dealers employ 

the use of a bulletin board 

in their store or office for 
listing current prices on feeds and 
other products which they sell, but 
William Brown, proprietor of the 
Mendota Feed store, Mendota, Ill., 
has discovered that a bulletin board 
has many other possibilities. 

In fact both the style of his board 
and the way in which it is used 
are decidedly different than ordi- 
nary and the results have proved 
so satisfactory that he claims it is 
one of the most effective business 
builders he has ever used. 

In the first place, the board is 
portable. It consists of a board 
with a frame made of steel, two feet 
wide and three and a half feet high. 
It is provided with a suitable easel 
enabling Mr. Brown to place it 
close to the entrance of the store 
where it is visible to every person 
entering. Because of these features 
the board is easily moved from one 
position to another if room is need- 
ed for a display of stock, but it is 
always placed where it can be 
easily seen by customers. 

Its second difference is in the 
character of the items displayed. 
Mr. Brown is a firm believer in 
showing actual feeding records, 
pictures, etc. to help in selling 
feeds. He takes some pictures of 
customers’ flocks and herds and 
the district salesman for the line 
of feeds he handles takes others. 
Then the feeding records are se- 
cured. These pictures and records 
are attached to the bulletin board 
by thumb tacks, usually the picture 
above and the record immediately 
below. 

Many of these records are in the 
form of actual hand-written letters 
from customers. “In talking with 
customers, they like to tell us about 
their successes,” says Mr. Brown. 
“We are, of course, delighted to 
hear these and when they are out- 
standing, we suggest that they 
write us a letter and tell us the 
facts. In this way, we get first-hand 
information and indisputable docu- 
mentary evidence. One such letter, 
we believe, is worth a dozen stereo- 
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his best business 


builder says brown 


typed testimonials. We attach these 
original letters to our bulletin 
board. This is what makes our 
board such a good business builder 
and sales puller. Every farmer 
knows the writers of these letters 
either personally or by reputation 
and every such letter we use there- 
fore has considerable influence on 
our customers.” 


In addition to the pictures and 
letters, Mr. Brown clips material 
from farm magazines and local 
newspapers relating to feeding 
problems and feeding records. 

The items on the board are not 
left until they become yellowed 
with age, but are changed frequent- 
ly. Nearly every time a customer 
visits the store he can find some 
new interesting item on Mr. Brown's 
bulletin board. The entire board is 
not changed at once, but as new 
records or pictures come in, older 
ones are removed and the newer 
ones substituted. 


On the day The Feed Bag’s corre- 
spondent visited the store, nine 
photographs, four letters from cus- 
tomers, several illustrations show- 
ing a new method of feeding calves, 
and a clipping from the local news- 
paper were on the board. 


The nine photographs included 
three of young Hereford stock, one 
of a drove of hogs, one of a three- 
horse team, one of a single hog and 
the owner, one of a young farmer 
with a flock of chickens, one of a 
farmer with a group of turkeys, and 
one of the front of the store. 


One of the pictures showed two 
Hereford calves drinking from one 
pail. The picture as originally tak- 
en was 2/2 inches square, but for 


EFFECTIVE use of this bulletin 
board makes it his best busi- 
ness builder says William Brown, 
left, proprietor of the Mendota 
Feed store. He is shown here 
at the store entrance with the 
portable bulletin board and a 
friend. 


use on the board it was enlarged 
to 5 x 5 inches. Below the picture 
appeared the following letter: “The 
two Hereford calves in the enclosed 
picture were fed milk for only four 
weeks. They were started on 
your calf pellets, corn and oats 
at an early age and have been fed 
this ration ever since. At five 
months they averaged 425 pounds. 
We never had calves grow so fast 
and so economical as they did on 
this ration. Yours truly, (Will 
Jones.) 


The following letter accompanied 
a picture of a flock of chickens: 
“I thought you would like to know 
what success I've had with my 
chickens. The White Rocks I bought 
of you hatched Feb. 10, 1941 and 
were weighed on April 11, 1941 
and quite a number of them weigh- 
ed 3 pounds. Also the White Rocks 
hatched March 14 were weighed 
April 22 and weighed 1¥2 pounds. 
These chicks were all started on 
your chick starter and changed 
to grower at about five or six 
weeks. The losses on the entire flock 
have been less than 1¥2 per cent. 
I can truly say I have had better 
success with your feeds than any 


(Continued on Page Fifty-three) 
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A. M. CARLSON OF 
HENNING, MINNESOTA, 


SAYS: __ 


“Not only have I been able to build a profitable feed 
business The HUBBARD SUNSHINE Way, but this 
feed business has been the chief factor in increasing 
the baby chick volume in my hatchery. 


“By keeping my place open the year around, I am 
able to offer my chick customers a complete service, 
and my feed business has brought in many new 
chick buyers. I don’t have to spread my hatchery 
profits over the entire year any longer, the feed 
business takes care of month to month expenses and 
makes a profit besides. I’m all for The Hubbard 
Sunshine Plan.” 


Mr. Carlson is just one of hundreds who tell the same story 
of success The HUBBARD SUNSHINE Way. His business doesn't 
stop when the hatching season ends but keeps right on through 
the year. 


HINE 
THE: HUBBARD SUNS | 


The HUBBARD SUNSHINE Way is the way of economy — the way of 
producing better feeds. Some Territories are open — we suggest that 
interested dealers write today for complete information. 


Milling Co. 


MANKATO, MINN. . 
EASTERN BRANCH 410 ELEVENTH STREET, AMBRIDGE, PA 
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WITH JUSTICE The defense plan for farm storage of feed has again given 
FOR ALL the G.L.F., cooperative colossus of the feed industry, an 

opportunity to tap the federal treasury. Better than that, 
however, the plan gives exclusively to the G.L.F. an expected 150,000 tons 
of additional business and the continued regular patronage of the 30,000 
farmers who are to store the feed and who are required to keep it fresh 
through replacements purchased in advance of use. 


Admitting the probable necessity for farm storage of feed in some areas, 
we can not see how the announced program will benefit anybody but the 
G.L.F., and we fail to understand why this organization should be singled out 
for federal favor to the disadvantage of the many independent feed manu- 
facturers and dealers operating in the same territory. 


When the plan was announced, it was said the government is “finally doing 
something for the dairy farmer’’. It is our opinion that such is not the case — 
that the farmer obligates himself to store the feed and to keep it in condition 
by regular replacements. He does not own the feed and can not use it unless 
it should be impossible for him to get feed otherwise and, even in such an 
emergency, he does not know how much the feed will cost him. 


The Feed Bag believes that “with justice for all’ the program for farm 
storage of feed in New York or any other state should be arranged by agree- 
ments between the government and the individual farmer. 


The government could loan the farmer enough money to buy a specified 
amount and kind of feed for emergency storage on his farm. The feed itself 


could be collateral for the loan. The farmer could be permitted to buy the 
feed from his regular source of supply. 


Such a change in the program would permit every farmer and every feed 
manufacturer and dealer, both cooperative and independent, to participate. 
It would accomplish the purpose of getting feed in storage on the farms more 
quickly than the present exclusive arrangement with the G.L.F. It would also 
permit the government to dispose of surplus grain by) providing that each 
manufacturer and dealer buy this government grain in an amount in propor- 
tion to the tonnage of storage feed that he sells. 


The United States department of agriculture is now dealing direct with the 


grain and cotton farmers and has facilities with which to deal direct with the 
dairy farmer. 


The Feed Bag has no quarrel with the G.L.F. or any other cooperative but 
we are vitally interested in all of the feed industry. If our ideas meet with 
your approval, why not tell your senators and representatives in congress? 


THE FEED BAG — August, 1941 


AT 
ae 
q 
i 
H 


Sally Sue 


vy) T was a breathlessly hot July day and 

Sally-Sue, who had just come out of 
the office, was standing by the water 
cooler idly looking around the store. She 
wandered to the windows and peered 
around the displays and made a wry face. 
Viewing the whole store Sally-Sue decided 
something should be done. 

That evening as her father was closing 
the store she said, “Dad, we've let our 
store slip during the spring rush. That 
might have something to do with the sum- 
mer doldrums we're having.” 

Mr. Haines looked surprised and then 
let his gaze wander over the store. Turning 
to Sally, he remarked, mildly, “Why, I 
don't think the old place 
looks so bad. What's the 
matter with it?” 

“In the first place, there's 
wasted space that could be 
put to good use with sales 
displays. The show windows 
are anything but attractive; 
that dull, faded awning 
hangs out in front, and the 
whole place needs its face 
lifted. We've got time to 
face-lift the place now.” 

Her father looked around 
again, earnestly trying to see 
the store with new eyes, and 
he nodded in agreement 
with Sally's indictment. “Yes, 
I see what you mean. What 
do you suggest?” 

“Each year you buy stock 
that should interest the 
townspeople, dad, and they 
never even see it. It seems 
to me that some business 
could be worked up among 
them, but you have to do 
something to get them in 
here.” 

Early the next morning a 
salesman from one of the 
big mills came in and sug- 
gested that he and Mr. 
Haines go out and do some 
re-sale work. Mr. Haines, preparing to go, 
gave Sally a few instructions and when 
she inquired about their plans he said, 
“Oh, go ahead and work on them, but 
don't spend too much money.” 

Sally took him at his word and that 
morning she and Jim worked continuously, 
washing windows and re-arranging stock. 
The problem of a new awning bothered 
Sally-Sue until she suddenly remembered 
that some exhibits at the county-fair had 
been dismantled to be replaced by per- 
manent buildings. She telephoned the 
secretary of the Fair association who was 
only too glad to sell one of the many 
awnings that had been left over. Sally 
drove a hard bargain and succeeded in 
getting a bright, striped awning installed 
at a very reasonable figure. 

At noon, Sally stepped outside the store 


e@12e 


father that an attractive 
feed store draws patrons 


and gazed with satisfaction at the win- 
dows. In one, she had built a background 
of summer plants and flowers, lifted bodily 
from her mother’s garden. She had pil- 
fered one of the canvas lawn chairs and 
placed that in the window. Lying about 
in careless confusion were some bags of 
plant fertilizer, some spray guns for at- 
taching to the garden hose, and the cart- 


ridges containing remedies for plant lice, 
bugs, and various diseases. 

In the other window was a display of 
dog foods! Her father carried dog foods 
but had kept the stock on the shelves in 
the back of the store and she would have 
guessed that the original stock had not 
been moved. 

The banker, Mr. Collins, was one of the 
first comers. He looked again at the gar- 
den display and then said, “Sally, for a 
long time I’ve envied your mother’s beauti- 
ful flower garden and lawn and now it 
looks as if you've transplanted part of it 
to the show windows.” 

“That's just what we did, Mr. Collins. 
I told mother we needed to brighten up 
the store and she let me have those flow- 
ers and cuttings. The rest of the display, 
of course, is from our stock.” 


“Is that the type of equipment and reme- 
dies your mother uses for her flowers and 
plants?” 

“Yes, sir, and that’s the same fertilizer 
and seed Dad uses for the lawn.” 

“Well, if any of those things will help 
me to grow the kind of lawn and flowers 
your people do, I'll take some of each.” 

Sally protested, “But, you don't need all 
of the plant remedies. Per- 
haps, you need only two or 
three.” 

Mr. Collins sputtered in a 
tone of disgust, “Sally, you've 
never seen my garden. I'm 
so ashamed of it, I keep a 
high fence around it —but 
those flowers and plants 
have every disease and 
every kind of blight known 
to man.” 

Sally. wrote his order for 
two spray guns, a complete 
set of remedy cartridges, and 
two bags of plant fertilizer. 
She had agreed to send them 
out to the banker's house, 
when he noticed the dog 
foods prominently placed 
near the door. He told Sally 
to add a half-dozen cans of 
the cooked food and a bag 
of biscuit to the order. 

Turning back, he said, 
“You know, Sally, I didn't 
realize you have such a nice 
store and carry things like 
this. Come to think of it, 
though, I don't believe I've 
been inside the store for 
about three years. 

And so it went, for about’ 
two hours during the early 
afternoon. When Mr. Haines returned in 
the late afternoon, Sally was able to re- 
port the sale of 17 bags of plant fertilizer, 
12 hose-spray guns with several sets of 
remedy cartridges, and many cans and 
bags of dog food. Her father looked at 
the list and murmured, “You've done 
wonders, but how did you do it?” 

“Now, Dad, don't get excited. I didn't 
throw any money away. The only thing I 
bought was the awning. Everything else 
was right out of our stock, sort of.” 

Mr. Haines laughed and shook his head 
in wonder as he patted Sally's shoulder. 
“Wherever you get your ideas is beyond 
me, Sally, but as long as they produce 
such good results, I won't complain.: Come 
on, let's go home and get some rest. It 
looks like we're going to be busy the rest 
of the summer—for a change.” 
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Send today for your copy! Get the complete ine: 
of D-SEC — Squibb’s new dry form of Vitamin D. 
Learn its advantages to you as a feed mixer! 


Just off the press and ready to mail is this And more...it tells why D-SEC saves 
12-page, illustrated booklet on D-SEC! It’s you money — why it is easy to handle, 
yours — free! easy to mix—how D-SEC disperses easily 
This booklet tells the full story of this new- 24 evenly, and is unaffected by cold 
est Vitamin D product. Gives you interest- Weather. 

ing facts about Vitamin D costs—and dry You will learn how light D-SEC is in 
Vitamin D efficiency. weight, how it saves in freight costs and 
Answers that all-important question: Is handling, reduces storage space by one- 
D-SEC as effective as fish liver oils in pro- third. D-SEC is offered in two different 
viding the Vitamin D requirement for egg potencies: 450,000 and 900,000 A.O.A.C. 
shell strength, hatchability, normal growth chick units per Ib. Get all the facts. Use the 
and bone development of chicks,and good _coupon to the right. Reserve your FREE 
egg production? copy of this booklet. 


Where both Vitamins A and D are required 
choose EXADOL! 


Squibb continues to offer EXADOL*—High _—__Exadol is guaranteed to contain 3,000 (or 
Potency Vitamin A and D oil. more) Vitamin A, U.S.P. XI units, and 400 
Feed manufacturers have relied upon Exa- (or more) Vitamin D, A.O.A.C. chick units, 
dol for years, as a rich, dependable source Pf 8am. 


of these two all-important vitamins. Write today for prices and full facts about 


Exadol gives excellent results every step of | Exadol. Address Department FB-8, E. R. 
the way, helps to build health and strength, Squibb & Sons, Veterinary and Animal 
helps to increase production of premium Feeding Products Division, 745 Fifth Ave- 
priced eggs. nue, New York City. 


* A trademark of E. R. Squibb & Sons 


EASTERN SALES 
ATKINS & DURBROW, inc. 
165 Sohn Street (1524 S. Western Avenuse- “7 Milk Street 
New York Chicago , Boston 
PACIFIC COAST SALES AGENTS: 
WM. H. FLOYD & COMPANY - CARL F. MILLER & CO., Inc. 


12206 Maple Avenue’ 1217 Sixth Avenue South 
ios Angeles, California Seattle, Washington 
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BY SELLING 


ARMOUR’S 60% 
DIGESTER TANKAGE ) 


* Your customers can get their 
spring pigs to market weight 
early with Armour’s 60% Diges- 
ter Tankage. It helps put good 
finish on hogs at economical 
costs. What more could any 
customer want ! 

That’s why you can fatten 
your purse by featuring this 
profitable feed. Customers like it 
— they come back for more! 


ARMOUR 
AND COMPANY 


You might be surprised at the number 
of times that I do take The Feed Bag home 
and read it in the evening. It has so much 
good material in it that I never have time 
to read it as thoroughly as I like at the 
office and consequently it is one of the 
few publications that I do take home for 
more thorough reading. 

J. L. Richardson 
Advertising Manager 
Allied Mills, Inc. 
Fort Wayne, Ind. 
@ 


INSTRUCTIVE 

I always find instructive and interesting 
material in The Feed Bag. 

I wish to congratulate you in your 
achievement in so thoroughly establishing 
your publication in the interest of the feed 
industry and in maintaining a clean, sound 
and progressive policy. I hope you may 
have continued success, good health and 
happiness for many years. 

Harold G. Abbott 

Funk Bros. Seed Co. 

Bloomington, Ill. 


EDITORIAL 

Your editorial “Don’t Look Out The Win- 
dow” in the July issue of The Feed Bag 
should be of interest and value to all feed 
buyers. In the last paragraph of your edi- 
torial you say that it is not necessary to 
go back to the last war to find price levels 

to compare favorable with prices today. 
We do not know how many feed buyers 
realize the fact that during the 1920's prices 
on feed as a whole averaged somewhat 
higher than today’s levels. The interesting 
fact in this connection is that during the 
years 1921 to 1929 we did not have any 
crop failures and prices found their sup- 
port in a good demand that was caused 
by high industrial activity throughout the 
country. It would, therefore, seem that 
with the present high rate of industrial 
activity and the outlook for even higher 
levels along this line, that feed prices as 
well as other commodities will find sup- 
port through increased buying power just 

as they did in the 1921 to 1929 period. 

J. D. Ditzler 

Ames-Burns Co. 

Jamestown, N. Y. 


@ GEORGE P. GAISER, 61, Franklin, Pa., 
manager of the Franklin Feed & Supply 
Co. retail feed store died July 24 following 
an emergency operation. 


@ UNIQUE MILLING CoO., INC., Troy, N. Y., 
has been incorporated by Bert Grantier, 
Zorado Grantier and Ernest McCarthy. The 
new concern has taken over the old Ruff 
Mills which they will soon place in opera- 
tion. 


@ NORTHERN SUPPLY CO., Ladysmith, 
Wis., has completed installation of ma- 
chinery and equipment at their new feed 
store and are now open for business. Paul 
Rogan is the local manager. 
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Routes Sell 


and boost new sales 
for ketchum & maloy 


OUTES account for 50 per cent 
of our feed tonnage,” says Al- 
fred R. Ketchum of Ketchum and 
Maloy, Clyde, N. Y. “In the 31 years 
that we've been in the feed busi- 
ness a lot of changes have taken 


place. In those early days you 
simply stayed in the office and you 
had about all the business you 
could take care of—no deliveries. 
Farmers came to the creamery next 
door and delivered their own milk. 
Once a week they got their checks 
and bought and paid for the feed 
they needed for the following week. 
That's not the picture today. Many 
farmers who ship milk to this re- 
ceiving station have never been in 
here. Their milk is collected at their 
door and brought here in trucks. 
The truckmen even deliver the 
farmers’ checks. This makes the 
feed dealer ‘hump’ if he wants to 
get their business. 

“Some farmers tell the trucker in 
the morning when he picks up the 
milk, ‘bring along a couple bags 
of 20 per cent when you come 
back’. The dealer from whom he is 
to buy the feed in many cases isn't 
even mentioned. The trucker often 
makes his purchase where he can 
get the best price and many feeders 
think these truck drivers are fine, 
because they, ‘save us money’. 
Some farmers pay on milk check 
day but in many cases the accounts 
are 60 or 90 days old, because the 
farmer says he hasn't time to come 
to town. The best way to solve this 
problem according to our experi- 
ence, is to establish truck routes to 
service these feeders and keep in 
personal contact with them each 
week. 

“All the feed dealers I know have 
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men selling on the road for them. 
We did too ten years ago, but when 
it became necessary for us to re- 
duce our overhead Maloy and I 
made up our minds to cut the road 
man from our pay-roll. I agreed to 
go out and sell while Maloy was 
to do the buying and look after the 
business here. 

“This experiment was not suc- 
cessful at first. I was merely calling 
on the farmers and trying to induce 
them to buy our feed. Many prom- 
ised to come in, but before the 
week was past another salesman 
usually would call and convince 
the farmer that he could save him 
money on his feed. The nationally 
advertised brand feed we were sell- 
ing was in some cases $10 to $15 
per ton more than these competitive 
feeds. But I was sold on the idea 
that the best feed is the cheapest 
feed in the long run, so I just kept 
on plugging. 

“One day I was quite dis- 
couraged. I was on the verge of 
making a cheap feed and giving 
these cheap-mixers a run for their 
money. But, that didn’t seem to 
be the best way out either. I asked 
myself why don’t these people 
come in to the mill for their feed? 
Most of them promise to try it and 
many of them admit my feed is 
better than what they are using. 
The answer came to me in a flash. 
These people are sold when I’m 
here, but after I'm gone they think 
about that $10 or $12 a ton and buy 
the cheap feed—I’m going to carry 


WOMEN buy lots of feed says 
Alfred Ketchum. Lower photo 
shows him chatting with a farm- 
er's wife who has just bought a 
bag of poultry feed. Above he 
is unloading a feed order on 
one of his routes. Photo at up- 
per left is of the two partners 
of the firm, Maloy, Jr., left, and 
Mr. Ketchum. 


a few bags with me in the car. This 
was the starting of our routes. Soon 
the story changed from, ‘I'll drop in 
and try a bag’ to ‘well if you have 
a bag with you and can spare it, 
drop her off’. From then on Ketch- 
em and Maloy began to sell feed 
and we didn’t have to cut either 
the price or the quality of our feeds. 

“These routes not only sell feed, 
but they keep our collections in the 
30 day limit. We have established 
a policy of cash and we consider 
thirty days cash. By being on the 
truck myself I am in a position to 
grant credit and fill out a credit 
questionnaire. I can ask these ques- 
tions and pass judgment on the 
advisability of credit on the spot. 
We could not grant this privilege 
to salesmen or truckdrivers. 

“I'm sixty years old now and re- 
cently was forbidden by my physi- 
cian to do any lifting. I have a man 
drive the truck and I do the selling. 
He is always on hand in case the 
farmer says, ‘I wish those oats were 
bagged up and I'd send them in 
and have you mix up some of that 


(Continued on Page Thirty-nine) 
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“MY CUSTOMERS WANT A VITAMIN 
A AND DOM THEY KNOW ANO 
TRUST—THATS WHY / STICK TO 
NoPCO IN MY 


PRESENTS A COMPLETE 
LINE OF VITAMIN A & D 
OILS TO MEET TODAY’S 
NEEDS . . . 


For fourteen years the name 
“NOPCO” has symbolized “top qual- 
ity” for feed men and feeders alike. 
Now this famous quality is available 
in every dependable oil in the 
Nopco line. These oils are specially 
blended and standardized at the ideal 
vitamin potencies needed to meet 
every feed mixing requirement. Look . 
to Nopco for the guaranteed, pre- 
cision- manufactured Vitamin A and 
D oils that help you produce better 
feeds and feeding results. 


* * * 


THE NEW NOPCO LINE OFFERS YOU THESE SIX BIG BENEFITS | 


1. You can select the exact oil which best suits your 
market requirements and your purse — from one com- 
plete line of oils sold by one reliable supplier. 


2. You can cut feed costs without sacrificing high 
quality of ingredients or successful results. 


3. You can now get a good reliable NOPCO oil at an at- 
tractive price which will help you avoid an unwilling switch 
to other oils which offer lower prices—but not NOPCO’s 
background of 14 years of successful results in feeds. 


4. You can enjoy a feeding oil which is not just ‘fish 
* Trademark of National Qil Products Company. 


- _ HARRISON, NEW JERSEY 


BOSTON 


oil’’—but a scientific blend of Vitamin A and D oils of 
true ‘‘NOPCO-Quality’’ — manufactured and tested by 
NOPCO's exacting standards. 


5. You can enjoy the benefits of NOPCO experience — 
NOPCO nutritional and sales services—NOPCO depend- 
ability—and at the same time meet every requirement 
of changing feed and oil market conditions. 


6. You can enjoy the added selling boost given to your 
feeds by NOPCO’s national advertising to poultry and 
turkey raisers—no matter which fine NOPCO oil you use. 


CHICAGO 


* a ig 
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plans for national 


Geed 


LANS for National Feed Week, 

to be celebrated October 20 to 

25, have been gathering mo- 
mentum and from now until the 
week arrives, all forces will be 
brought into concerted action to 
make the celebration the greatest 
on record. 

With all ballots counted, the 
$50.00 award for designing the most 
suitable poster for the 1941 event, 
goes to J. H. Pickett, director of sales 
promotion and advertising for the 
Royal-Stafolife Mills; Memphis, 
Tenn. 

Mr. Pickett’'s winning design is 
reproduced on this page and you 
can readily see that it ties up effec- 
tively the part that the feed indus- 
try and the farmer play in produc- 
ing the food which is so vital to 
national defense. 

In 1921 Mr. Pickett assumed his 
present position with the Memphis 
firm and has been with them for the 
entire time with the exception of 
six years which he spent with the 
Standard Oil Co. of Florida and 
New Jersey. 

Mr. Pickett was graduated from 
the school of journalism of the Uni- 
versity of Tennessee after four 
years of prep school in Toronto, 
Canada. He served in both the in- 
fantry and artillery in the first 
World War and spent nearly two 
years in France. During this time 
Mr. Pickett contributed editorials, 
sketches and cartoons to the A.E.F. 
magazine, Stars and Stripes. 

The contest winner is 44 years 
old, married and has one daughter, 
Charlotte, 16 years old. His hobby 
is fishing and is an ardent exponent 
of the dry fly. In fact, he intends 
to use his award for some new 
equipment and a fishing trip. 

Within a short time colored post- 
ers and stickers will be available 
for use in promoting National Feed 
Week. All feed men are urged to 
make plans now to purchase both a 
supply of the posters and the mail- 
ing stickers. 
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go into high gear 


The Week is being sponsored by 
the American Feed Manufacturers 
association with national head- 
quarters in the offices of The Feed 
Bag, 741 N. Milwaukee St., Milwau- 
kee, Wis. This is the fifth annual 
celebration of the event originated 
by The Feed Bag magazine. 

From now until October 20, con- 
tinuous streams of National Feed 
Week publicity will be sent out to 
newspapers, radio stations, farm 


NATIONAL Feed Week, Oct. 
20-25, will be emphasized this 
year by the striking design at 
upper right, selected for first 
prize in the official poster con- 
test. It was submitted by J. H. 
Pickett, above, Memphis, Tenn. 
Colored reproductions of post- 
ers and stickers may be ob- 
tained at nominal prices from 
National Feed Week Head- 
quarters, 741 N. Milwaukee St., 
Milwaukee, Wis. 


papers, trade and general maga- 
zines. The story of National Feed 
Week will be broadcast the length 
and breadth of the United States. 
With such publicity every feed 
dealer should take advantage of 
his opportunity to call attention to 


NATIONAL DEFENSE 


BETTER FEEDS BETTER 


FEED-WEEK 


OCTOGER 20-25,1941 


the service he offers and to increase 
his business. 

Plans are now under way to pub- 
licize the event over national 
broadcasting hookups and feed 
manufacturing firms which use ra- 
dio advertising are arranging to 
include promotion of National Feed 
Week in their script. 

Last year many dealers used co- 
operative space with other feed 
firms in promoting the Week. This 
tie-in worked very successfully in 
many parts of the country. Every 
feed dealer should at least offer a 
National Feed Week special during 
the week in order to bring in the 
farm customers in greater number. 

It is also suggested that the feed 
man designate National Feed Week 
as a period during which he hold 
“open house” for his many custom- 
ers. This will help him build up a 
great deal of goodwill. 

As usual, this year most news- 
papers throughout the United States 
will have special National Feed 
Week advertisements in mat form. 
These are being supplied by the 
Meyer Both Co. and Stanton Serv- 
ice, which furnish mats to thousands 
of publications. 

By means of the arrangements 
with these concerns, feed firms can 
go to their local newspaper, obtain 
a free mat which is suitable to Na- 
tional Feed Week advertising, buy 
the space in the local newspaper 
and attach the signature of their 
own firm. 

The idea “National Defense De- 
mands Better Feeds, Better Feed- 
ing” which is inculcated in the 1941 


(Continued on Page Forty-four) 
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RITES NASH BROTHERS, OWNERS OF CHALLENGER 
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$1,000 for $1.00 


riers we spent —Any bull is worth saving, 
atte only a dollar’s worth of REX Wheat 


onor then 


and we Ore 


Challenger No. 403903 


Only Jersey Bull to have as many as 13 daughters in 
a Roll of Honor and 10 daughters in April Roll 
° onor. 


% silver —Any Shy Breeder is worth settling when 


Germ Oil makes it possible. 


That's why every dollar's worth of REX Oil 
is worth $1,000 in results to breeders of prize 
stock; and at least $100 to average breeders. 


Think what a money maker REX Oil will be 
for you when all your customers use it to 
save their sluggish bulls and shy breeding 
cows. 


Yes, Mr. Dealer, we take all the risk. You must make 
money handling REX Wheat Germ Oil and we'll see to 
it that you do. When you handle REX Oil you are 
backed up with a sales making program that can reach 
every prospect in your locality. It is a powerful presen- 
tation filled with convincing letters from some of Amer- 
ica’s most outstanding breeders. It will sell quantities 
of REX Oil for you and we positively guarantee the 
sale of every can of REX Wheat Germ Oil that goes 
into your place of business. 


REX Oills A Big Money Maker 


REX Wheat Germ Oil is not ordinary Wheat Germ Oil. 
REX is a Cold Vacuum Processed Wheat Germ Oil 
that not only takes Vitamin E from the wheat germ, 
but in addition takes out other important factors that 


WE POSITIVELY GUARANTEE THE SALE OF REX OIL 


have vital effect on reproduction. High Vitamin E potency 
is held a full year, as proved by bonded samples. These 
are the reasons why REX Oil is giving such sensational 
results—why you, as a REX Dealer, can make big money 


selling it. 

WRITE FOR DEALER PROPOSITION ... 
While you're thinking about it, write for our liberal 
Dealer proposition and guaranteed sale arrange- 
ment. Get the facts at once, so you, too, can be | 
cashing in on this fast-selling money maker. 
Retail Prices of REX Oil are Pints $3.50 — 

Quarts $6.00 


VIOBIN CORPORATION 


MONTICELLO, Dept. 4 ILLINOIS 


e1ge 
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credit business is 


Headache 


says n.y. feed man 


REDIT business is a headache; 

I discourage it,” says J. P. 

Hager, who owns and oper- 
ates the Fort Edward Mills, Fort 
Edward, New York. 

“For example,” Mr. Hager con- 
tinues, “I've just quoted a customer 
$19.50 for one ton of commercial 
fertilizer as our cash price and $1.00 
more if he wants to have it put on 
the books. The customer didn't 
want to pay the extra dollar, so 
when the fertilizer gets to him next 
week when he wants it, he'll have 
the money to pay for it. By having 
two prices which represent the dif- 
ference between the cost of doing 
a cash and credit business, we're 
finding that many of our customers 
prefer to save money by paying the 
cash price.” 

The Fort Edward Mill is located 
on a main-travelled highway in the 
Upper Hudson river valley and 
serves upwards of 600 dairy and 
poultry farms spread over a wide 
area. Some farmers pass up their 
nearby dealers and come from as 
far as 20 miles distant to buy their 
seed, feed and fertilizer from Mr. 
Hager because he carries the qual- 
ity of merchandise they have 
learned from long experience that 
they can depend upon. And when 
they stop at the mill, they find it’s 
an advantage to have the money 
in their pocket to pay for what they 
buy. 

But J. P. Hager, after 12 years 
in the feed business, is not content 
to wait and let business come to 
him. He has divided his territory 
into five sections. When a farmer 
telephones in his order for feed from 
one section, Mr. Hager gets busy 
on the telephone and calls his other 
customers in that area who have 
not been supplied recently, inform- 
ing them that his truck is making a 
trip out their way and asks them 
what they might be needing in or- 
der that he can drop it off for them 
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on his way out. “By making these 
calls,” Mr. Hager says, “I find that 
our truck goes out with a full load 
on almost every trip. The 5 cents 
per bag we charge for delivery 
pays for operating the truck, we 
get more business, and our cus- 
tomers get better service.” 

“Not long ago, a customer called 
asking for some calf meal in a 
hurry because he had been caught 
with just enough for two days. Our 
truck had loads in other directions 
but none his way. But that night 
I put the two bags of feed in my 
car and drove out to call on the 
customer and deliver the feed. If I 
hadn't done that, he would have 
worried about his feed supply. 
That's the way I've tried to accom- 
modate my customers. 

“Another way we've increased 
our business,” Mr. Hager contin- 
ued, “is by pushing our line of 
cement and roofing. Although we 
advertise these items along with 
our feed in our local paper and 
farm magazine, most farmers are 
in the habit of buying building sup- 
ply materials from the lumber com- 
panies. What I do is to ask my men 
to watch for any sign of building 
activity when they drive the truck 
through the territory. 

“I learned recently that a foun- 
dation was being dug and called 
on the man who was starting to 
build a new barn. Although he 
wasn't one of my regular custom- 
ers, I talked roofing and cement 
to him. He had been planning to 
lay a slate roof on his new barn; 
but because I showed him that he 
could make a substantial saving by 


@ H. L. BREWER, Monticello, Ind., has 
moved his implement and feed business 
from the Mummert building to his new 
store on W. Hanawalt St. 

——— @ 


@ FRED R. BISNETT, 81, Watertown, N. Y. 


retired feed merchant, died at his home 
last month. 


SERVICE with a smile is 
the motto of J. P. Hager, 
owner of the Fort Edward 
Mills. Here he is, left, load- 
ing up an order of feed for 
customer Jim Reynolds who 
believes in buying his feed 
by the truckload. 


laying my fire-proof roofing, he 
came over later and ordered his 
roofing and cement from me. 

“We buy our cement in carload 
lots, and by going out after the 
business, we move at least 20 car- 
loads in the course of a year. Ce- 
ment and roofing constitute good 
profit-making items for us, especial- 
ly during the summer season when 
the feed business often slows down. 
We also carry a complete line of 
garden tools and accessories.” 

The most recent saving Mr. Hag- 
er has made in the operation of his 
mill has been effected by substitut- 
ing gasoline for electric power. Be- 
cause the local power company 
charges a flat monthly power rate 
whether power is used or not and 
refused to meet the mills’ require- 
ments to base their cnarge only on 
the months when power was used 
for grinding, Mr. Hager constructed 
a fire-proof room in his mill using 
cement and plaster walls, metal 
doors and metal casement windows. 
This room not only met the under- 
writer's requirements but received 
praise from the insurance company. 
Into this room, gasoline power 
equipment was installed which op- 
erates with considerable economy 
over highline power. 


@ MALCOLM R. GRAHAME, Poughkeep- 
sie, N. Y. has purchased the Checkerboard 
Feed store, 161 Garden St., which he will 
operate under the name of the Poughkeep- 
sie Feed & Supply Co. Mr. Grahame, who 
for many years was district representative 
for Purina Mills also operates a feed store 
at Salt Point, N. Y. 
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WHAT BORDEN PRODUCT HAS 
FISH-LIVER VITAMIN D, 1S DRY AND 
GIVES THE SAME VITAMIN D RESULTS, 
BJ UNIT FOR UNIT, AS COD LIVER on? 


FLAYDRY D- AND, BEST OF ALL, 
IT’S COMBINED WITH THE 
B-G VITAMINS OF MILK 


©The Borden Company 


Two Products Made for Poultry Mashes 


Poultry mashes need ad- 
ditional B-G vitamin factors 
for growth, hatchability and 


egg production. The B-G 
group of vitamins as found 
in milk are many and their 
nature is complex. FLAYDRY has all that milk has, and they 
are concentrated in natural combinations in FLAYDRY to pro- 
vide a means of adding dependably standardized amounts 
of these needed factors to mash feeds. 


Fiaypry D has, in addition to the standardized amounts 
of milk’s B-G factors, natural, fish-liver Vitamin D, in dry- 
product form. FLAYDRY D, tested on chicks, furnishes the feed 
manufacturer an AOAC Vitamin D in convenient, easy-to-mix, 
easy-to-handle form. Shipped in 100-Ib. bags and available in 
any of the usual potencies, every FLAYDRY D shipment is backed 
by a Borden certificate of guarantee for Vitamin D potency. 


Both products are widely used by feed manufacturers because they fit readily 
into poultry-feed formulas. If you are not acquainted with the merits and sav- 
ings possible in using FLAYDRY and FLAYDRY D for your poultry mashes, write 
today for full information. 


GROWTH «+ HATCHABILITY + EGG PRODUCTION 
HE BORDEN COMPANY 


Special Products Division 


: 350 MADISON AVENUE, NEW YORK, N. 7‘ 


Illinois Rescinds 
Sales Tax On Feeds 


Following a protest by feed dealers, ele- 
vator men and other interested parties, the 
Illinois department of finance last month 
rescinded a recent ruling levying a two 
per cent sales tax on grain and other 
stock and poultry feeds. 

The rescinding order is a temporary one 
until the state department has an oppor- 
tunity to consider the evidence presented 
at a hearing held in Springfield. A fina] 
decision relative to the tax will be an- 
nounced later. 

The Illinois ruling applying the tax to 
feeds was thought to have resulted from a 
recent decision of the supreme court up- 
holding the application of the sales tax on 
retail sales of seeds. 

@ ELMER KIESEL, Shelby, Iowa has open- 
ed a new feed store. 


Calendar 


of coming events 


New York State Hay & Grain 
Dealers Association, Hotel Ni- 
agara, Niagara Falls, N. Y. 

Mineral Feed Manufacturers Asso- 
ciation, Olympia Fields Country 
Club, Olympia Fields, Ill Sept. 5 

Grain & Feed Dealers’ National 
Association, Commodore Perry 
Hotel, Toledo, O...Sept. 14-15-16 

American Soybean Association, 
Des Moines and Ames, la. 

Pennsylvania Millers & Feed 
Dealers Association, Claridge 
Hotel, Atlantic City, N. J. 

National Feed Week ...Oct. 20-25 

Fifth Annual School for Feed Man- 
ufacturers, Cornell University, 
hoes, N. Oct. 23-25 

Association of American Feed 
Control Officials, Willard Hotel, 
Washington, D. C....Oct. 30-31 

Southern Mixed Feed Manutfac- 
turers Association, Gainesville, 

Western Grain & Feed Associa- 
tion, Hotel Fort Des Moines, Des 
Moines, Ia.......... Dec. 9-10-11 

Northwest Retail Feed Associa- 
tion, Mankato, Minn.. .Jan. 12-13 

Minnesota Farmers Elevator Asso- 
ciation, Hotel Radisson, Minnea- 
polis, Minn. ........< Feb. 17-19 

Society of Grain Elevator Super- 
intendents, Omaha, Neb. 

Central Retail Feed Association. 
Schroeder Hotel, Milwaukee, 
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Man 


at 25 attributes success to 
sound merchandising policy 


REE years ago young Jonas 
E. Miller at the age of 22, 
opened a small feed and cus- 
tom grinding mill in the village of 
Middlebury, Indiana. His major as- 
sets were a good credit rating, an 
ambition to succeed and a wide 
acquaintance among the farmers 
in this rich agricultural area of 
northern Indiana. His friends say: 
he started on a shoe string in a 
tumble-down building, using a 
farm tractor to power his grinding 
and mixing equipment. 

Today at the age of 25 he is op- 
erating in a new modern three- 
story plant 40 x 60 with loading 
and unloading facilities on three 
sides. In the space of three short 
years with the aid of a well round- 
ed merchandising and service pro- 
gram, he has established a thriving 
feed business and is steadily in- 
creasing both his profits and cus- 
tomers. 

Jonas attributes much of his pro- 
gress to three fundamental factors: 
(1) getting new customers, (2) hold- 
ing their business, (3) increasing 
the volume of sales to both old and 
new customers. In carrying out this 
program he has accepted the mer- 
chandising advice and aid of the 
suppliers of the nationally adver- 
tised feed products which he sells. 

“This is the keynote of ultimate 
success,” he pointed out. “I believe 
that the feed manufacturers have 
not only developed the best feeds 
that scientific knowledge, chemical 
research laboratories and practical 
experimental stations can produce, 
but they have invested millions of 
dollars advertising their products to 
create consumer demand. The king- 
pin in this program is placing at 
our disposal tried and proven sales 
methods which when used to the 
fullest extent help us immeasurably 
in achieving our goal of profitable 
sales. A dealer who fails to take 
advantage of these worthwhile 
sales helps has only himself to 
a if his business is not success- 

Mr. Miller believes that demon- 
stration is the very first step in 


THE FEED BAG — August, 1941 


YOUNG Jonas Miller, center, 
proprietor of the Middlebury 
Feed Mill, is making his com- 
petitors sit up and take notice. 
Aggressive merchandising ideas 
and scientific demonstrations 
have contributed largely to his 
success. Assisting him in the 
mill are his two younger broth- 
ers Nelson, 21, left, and Al- 
bert, 18. 


gaining new customers. It is the 
second step in holding them. It is 
the third step in persuading estab- 
lished customers to use more feed. 
Here is what he means. Seeing is 
believing and teaching is selling. 
In one corner of the mill, he fenced 
off a section for baby chicks. The 
chicks were kept under an electric 
brooder with pans of water and 
starter mash. When farmers drop 
in to see the display, Miller ex- 
plains in detail the advantages of 
feeding his brand of feed, and in 
following through with it to the 
broiler and laying stages. 

He also keeps one battery of 
older chicks as well as a group of 
the full grown birds. He keeps ac- 
curate records of developments — 
results, which he carefully and 
painstakingly explains to his cus- 
tomers. In this way he increases 
his sales by proving to poultry 
raisers that it pays to continue feed- 
ing mixed feed after the chicks are 
partly grown. This demonstration 
keeps his customers buying con- 
tinuously. 


Mr. Miller has also had good re- 
sults from showing strip films at 
farm meetings. He invites key feed- 
ers to attend these meetings, after 
which they all discuss their prob- 
lems and successes in an open for- 
um. There has been a great deal 
of interest in this program and farm- 
ers often ask for repeated showings 
so that their friends and neighbors 
may attend. 

Whenever a new customer makes 
a purchase, Miller goes right out 
to the farmer's home to see that he 
is doing a good job of husbandry. 
He encourages sanitation and sci- 
entific feeding. Sees that the birds 
have grit and plenty of pure fresh 
water and corrects any other factor 
that might possibly engender losses 
or retard growth, health and pro- 
ductivity. 

Although poultry raising is ap- 
parently the most popular in this 
particular section, Miller says that 
his hog and dairy feed sales have 
been well maintained by a progres- 
sive demonstration program. Once 
each week he visits all his new cus- 
tomers. How important it is to nip 
trouble in the bud was shown 
recently when several hogs died 
shortly after a new customer had 
started using his feed. 

“Nearly every dealer knows that 
many customers are very apt to 
blame trouble on the feed. It does 
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not help any when a competitor encour- 
ages this belief, which happened in this 
case,” Miller said. Fortunately his service 
program enabled him to clear the trouble 
up completely and in short order when an 
expert whom he called in promptly diag- 
nosed the trouble as cholera. Absolved of 
all blame, Mr. Miller not only retained this 
new customer, but received a lot of good- 
will publicity. 

Here is another demonstration employed 
that had far reaching results. Miller in- 
vited eight leading poultry growers to 
each bring in a scientifically fed pullet for 
an egg laying contest covering 70 days. 
Each hen was kept separate and fed at 
the mill. The farmer with the winning 
hen received $1.00 a dozen for all eggs 
produced. Second prize was 100 pounds 


of laying mash. Third prize 100 pounds 
of oyster shell. The winning pullet laid 59 
eggs in the 70 day contest. Obviously this 
record was watched with deep interest, 
and Miller reports that it helped no end 
to sell more chick and laying mash. 
Making two sales grow where only one 
grew before is cleverly and legitimately 
achieved by a simple and inexpensive in- 
ducement originated by the makers of his 
brand of feed. He posts a sign in the mill 
offering a 20 cent feeder free with a 200 
pound order of feed. Now this is just about 
the required amount for a small flock of 
chicks on the average farm. The free offer 
sells 200 pounds where ordinarily only 100 
pounds would have been purchased. The 
100 pound buyer may decide to quit using 
the feed after the first lot is gone in which 
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OIL MEAL 


... has everything that makes 
up a first rate high protein 
supplement. The soybeans 
used are the finest quality,care- 
fully processed. All stages of 
production are controlled by 
trained chemists in completely 
equipped control laboratories 
at each plant. 


Old Process—41% Protein 


Kellogg’s “OLD PROCESS” Produces 
Uniformly Properly Cooked 


SOYBEAN OIL MEAL 


Kellogg’s Old Process Linseed Meal 
has been known to the trade for 
many decades as always meeting the 
highest specifications for quality. 


SPENCER KELLOGG AND SONS, INC. 
Sales Offices: Buffalo, Chicago, Decatur, Ill., Des Moines, 


Minneapolis, Los Angeles 


Mills: Buffalo, Chicago, Decatur, Ill., Des Moines, 
Minneapolis, Edgewater, N. J., Los Angeles. 


KELLOGG’S Old Process 
LINSEED MEAL 


REAR and side view of Middle- 
bury Feed Mill. Papec grinder 
is operated by tractor located 
in basement at the right. 


case he is the loser, as well as the dealer, 

The Middlebury management leaves no 
stone unturned that will inspire confidence, 
promote good will and wider use of its 
products and service. What amounts to 
a multiplicity of bona-fide testimonials is 
a large poster ruled off for customers’ sig- 
natures. This is placed on the door just 
inside the office. Patrons’ signatures sig- 
nify that they are permanent customers 
who endorse the quality and excellence of 
the service. 

“The dairy feed business needs pushing. 
The surface of possibilities has hardly been 
scratched,” Miller said as he pointed out 
a new idea sponsored by his suppliers. 

“When the factory representative intro- 
duced for our acceptance the new calf 
feeder consisting of a rubber teat attached 
to bottom of a 12 gallon bucket, we put in 
a stock and arranged a meeting with 20 
leading dairy men to explain and demon- 
strate its advantages. These men were 
deeply interested in learning how to feed 
young calves and milch cows balancing 
rations. But the keynote of this plan is 
to teach the calf to eat dry commercial 
feed early in life. 

“With this equipment we demonstrated 
how this can be done before it is a week 
old. But more important we proved that 
the calf does not gulp down the milk and 
will not develop pot-belly or a scrawney 
appearance when taught to drink from this 
nursing bucket, as so often happens when 
fed from the old style pail. These nursing 
buckets are priced at $1.50 and under 
repeated tests showed that calves could be 
weaned in four or five weeks, thus pro- 
viding a quicker use of the milk for cash 
sales. We pointed out how two to three. 
weeks saved on milk sales would soon pay 
for the inexpensive equipment, and pro- 
duce healthier, better heifers and steers 
when fed on the dry feed which contains 
all the nourishing elements of milk. As a 
result of this educational meeting 25 buc- 
kets have been put out and feed sales 
have increased in proportion. 

The Middlebury Feed Mill now requires 
the services of four men—Jonas E. Miller 
the sole owner, his two younger brothers, 
Albert aged 21 and Nelson, 18, and one 
other employee. 

The original tractor is still used to oper- 
ate the Papec grinder. The Bower mixer is 
powered by an electric motor as is the 
Arco sheller and seed cleaning equipment. 
While the firm specializes on its nationally 
advertised mixed feeds, considerable cus- 
tom grinding is done, and a great deal of 
poultry equipment is sold. 
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Chich 


RUE to tradition, the Interna- 

tional Baby Chick association, 

was “blessed” with real Kan- 
sas City, Mo. heat when it held its 
silver jubilee convention July 22-25 
in that city. The week prior to the 
baby chick show the Kansas City 
weather was fairly moderate but 
Old Sol shot the mercury up over 
100 to maintain a tradition which 
seems to follow the I. B. C. A. when 
ever their meeting is held in Kan- 
sas City. 

However, the heat bothered the 
delegates very little since the ex- 
hibits and meetings were all held 
in the delightfully, cool air-condi- 
tioned municipal auditorium. 


Being a special occasion, the 
show this year was also a special 
treat in the way of entertainment, 
attendance and variety of exhibits. 
From the opening gong the exhibit 
hall was filled with visitors and 
most of the exhibitors report that 
the delegates were in a buying 
mood. 


More than 3,000 persons regis- 
tered the first day of the meeting 
and members and guests continued 
to stream in during the four-day 


draws industry to kansas 
city for silver jubilee 


affair. Tuesday’s program dealt 
with the part that poultry will play 
in the war and interesting discus- 
sions resulted. 

Exhibitors’ night was held Tues- 


day with dancing on the balcony 
of the exhibit hall. Wednesday the 
meetings concerned themselves 


(Continued on Page Forty-seven) 


THERE was plenty going on at the International Baby Chick Show in 
Kansas City, July 22-25. Here's pictorial proof. Top row, left to right: 
R. F. Benkert, Merck & Co., talks with John Bullard, Midwest Feed Mills, 
Chicago. Resting tired feet are George Oberg, Schuyler, Neb., and 
Mr. and Mrs. Wallace, Whitten, McCook, Neb.; H. G. Bos and John 
Salsbury, Jr. in the Dr. Salsbury booth; T. N. Roby and Lloyd Faris, Kan- 
sas City, Buferd Black, Enterprise, Kan., and Walter Godchaux, New 
Orleans; and Kenneth Butterfield, Pawnee City, Neb., with Tom Owen 
and J. H. Bardsley of the Borden Co. Second row: J. J. Zima, Kraft- 
Phenix, Carroll Swanson, lowa Feed Co., J. C. Bishop, Kraft-Phenix and 
Henry Swanson, White Laboratories, Inc; a view of the General Mills, 
Inc., display with its model railroads; clockwise around the circle in the 
Purina booth—J. E. McAdams and C. S, Johnson, Purina Mills, Roy Durr, 
Atlanta, Ga., J. D. Sykes, Purina Mills, and Joy Schaffner, Burger, Mo.; 
Quaker Oats' A. A. Dennerlein, left, and Dr. O. B. Kent, right, talk with 
Arthur Gholson, McLeansboro, Ill.; and E. C. Booth, Pleasant Hill, Mo., 
John Rayney, Silmo Chemical Corp. and R. L. Boylen in the Boylen 
booth. Third row: Feeding the Ultra-Life chicken are E. C. Andrews 
and E. L. McKee; M. L. Duggan and J. L. Pickens, Mathieson Alkali 
Works, with C. C. Lovell, Galesburg, Ill.; a Hubbard Milling Co. 
quartet, E. T. Cashman, H. B. Winchester, B. W. Reike and H. W. 
Kelley; R. E. Dewey, De Soto, Mo., confers with C. E. Hedrick, Sr., 
General Distributing Co., and |. D. Russell, I. D. Russell Co., stand- 
ing, registers ladies to be his guests at a luncheon. Fourth row: Frank 
Munson, Alva, Okla., between W. F. Cherry and T. G. Balfour, To- 
bacco By-Products & Chemical Corp.; John Mecking and Ken Walters, 
Atkins & Durbrow, Inc., discuss important matters; J. C. Hearst and 
Vernon Dawe, Dawe's Vitamelk Co., talk with Buferd Black, Enterprise, 
Kan.; W. H. Walker, Clevis, Ohio, with Otto Sarvella, G. E. Conkey 
Co.; and H. C. Tully, Hales & Hunter Co., with Earl Baron, Boone, la. 
Additional pictures on page 47. 
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ONE VITAL INGREDIENT 
NOT HIGH IN PRICE 


LIME CREST Calcite Flour when used 
at the most effective levels improves not only the mineral balance, but 
the cost picture. LIME CREST Calcite Flour, prepared to your specifica- 
tions, with iodine and manganese added, costs less than any other feed 
ingredient you are now using. Watching costs is of particular importance 
in these days of increasing ingredient prices. 

Enriching feeds with LIME CREST Calcite Flour adds effective vital 
amounts of essential calcium as well as significant fractional amounts of 
“trace” minerals, such as iron, copper, manganese, zinc and others that 
are beginning to be recognized as nutritionally important. 

Mineralizing your feeds— the LIME CREST Way — is both economical 
and efficient. 


For Profitable Results Use LIME CREST Calcite Generously 


The amount of LIME CREST Calcite Flour to be included may range as high 
as 5 lbs. per 100 Ibs. of feed. Leading authorities are recommending calcium 
carbonate (high-grade limestone) at 5% levels for laying mashes, and an 
increasing number of feed manufacturers are using 4% or more as standard. 


Making available needed minerals can be done in two ways: 


1, Mineralize and enrich your feeds with LIME CREST 
Calcite Flour, plain, or with Iodine or Manganese, 
or both, added. 


2. For your poultry-mash customers, see that the dealers stock 
LIME CREST Calcite Crystals to fill “grit” orders. LIME 
CREST “Grit” is crystal-hard, helping birds to grind their 
feed and furnishing additional Calcium and trace minerals for 
body repair and shell making. Poultry eat “Grit” as Nature 
urges them to mineralize. 


For full information on LIME CREST plain Calcite Flour, Iodized Calcite, 

Manganesed Calcite, or Maniodized (Manganese and Iodine) Calcite, and 

about dealerships for LIME CREST Calcite Crystals, address: 

LIMESTONE PRODUCTS CORPORATION OF AMERICA 
BOX 6, NEWTON, NEW JERSEY 


: HOME OF “LIME CREST” CALCITE PRODUCTS* 
*Lime Crest Calcite Products come from the mineralogically rich deposit known as 
Franklin white crystalline limestone located near Newton, New Jersey. The unusual 
character of the calcite—natural crystallized calcium carbonate—found here makes it 
particularly valuable as a mineral supplement for poultry and animal feeding. 


Priorities Question 
Confronts Industry 


Owing to the increased tempo of the 
nation’s defense program the feed industry 
is experiencing difficulty in obtaining ma- 
terials and equipment needed for main- 
tenance and repair. In many cases it is 
reported suppliers are requesting a priority 
number on orders for repair parts and 
equipment. 

The American Feed Manufacturers asso- 
ciation has set up a special committee in 
an effort to obtain a priority status for the 
feed industry and although some headway 
has been made nothing definite has been 
released from Washington. 

Administrator Leon Henderson recently 
issued a list of certain industries that are 
to receive priorities on repairs and main- 
tenance equipment prior to other compet- 
ing civilian demands and in the case of 
emergency maintenance and repairs the 
priority in some cases is placed ahead of 
defense requirements. 

At present this list of industries does not 
include the manufacture and processing of 
commercial feeds for livestock and poultry. 
It does, however, include food processing 
and storing in which broad category the 
production of livestock feeds would natur- 
ally fall. The committee has requested an 
interpretation from the OPACS on this 
particular point and if the livestock feed 
industry is not to be considered in this 
classification a request has been made 
that it be added to the list of industries 
given priority status. 

Any member of the industry who is ex- 
periencing difficulty in obtaining special 
parts or repairs is advised to communicate 
with Harold Rowe, care of Joseph L. 
Weiner, Assistant Administrator in Charge 
of Allocations, OPACS, 2501 “Q” Street, 
N. W., Washington, D. C. 


@ J. G. NELLIS, Cereal Byproducts Co., 
Chicago became a proud father for the 
third time July 11. It’s a girl this time who 
has been named Terry Brooke. 

@ ORRIN S. DOWSE, Chicago, Ill., man- 
ager of the grain department of Fenner & 
Beane, effective Sept. 1 will become asso- 
ciated with Shellabager Mill & Elevator 
Co., Salina, Kan. Mr. Dowse is a director . 
of the Chicago Board of Trade and prior 
to his present connection he headed the 
Sante Fe Elevator Corp. and was vice 
president of the Stratton Grain Co., John 
Kellogg Co., and Armour Grain Co., all 
of Chicago. 

91% MEET GUARANTEES 
Out of 854 samples of commercial feed- 

ing stuffs other than cod liver oils submit- 
ted to the Connecticut agricultural experi- 
ment station, 91 per cent met the manufac- 
turers’ guarantees in all respects accord- 
ing to a report by E. M. Bailey, chemist in 
charge. Seventy-three samples were defi- 
cient in one item, four in two items, and 
only one sample was deficient in three 
items. Microscopic examination revealed 
no significant contamination with weed 
seed and all ingredients were substantially 
as claimed the report stated. 
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HEN Royal D. Clapp ac- 

quired the Columbia Grain 

Co., Columbia City, Indi- 
ana, in 1936 the business consisted 
of a large grain elevator with rail- 
way siding facilities and a small 
office at the east end of town. 

Like the late Tom Marshall, na- 
tive son of Columbia City who be- 
lieved that what this country need- 
ed most of all was “A good five- 
cent cigar,” Mr. Clapp believed that 
what his new enterprise needed 
most of all was “A good down-town 
retail store.’ Very shortly he open- 
ed one opposite the county court 
house in the down-town shopping 
district, and put in a stock of bulk 
seeds of all kinds, stock remedies, 
dog food, livestock feed, packaged 
fertilizers for field and lawns and 
scores of other items needed on 
farms and city homes. His decision 
was a wise one, for during the five 
years he has been operating the 
elevator, feed mill and retail store, 
Clapp claims the store has increas- 
ed his feed sales alone by better 
than 40 per cent. 

Soon after acquiring the grain 
elevator, Mr. Clapp installed com- 
plete equipment for custom grind- 
ing consisting of a large Jay Bee 
grinder and a one-ton Kelly-Duplex 
mixer, corn cracker and sheller. 
Shortly afterwards, another one-ton 
mixer was put in so that the men 
could switch from one job to an- 
other without stopping the equip- 
ment. 

“Keep the machinery moving all 
the time for profit,” Mr. Clapp ex- 
plained. “Make the work handy— 
no lifting grain no more lost mo- 
tions than absolutely necessary— 
and of course you must have good 
equipment if you want business to 
keep coming.” 

But getting back to the program 
of merchandising feed and seeds, 
let Mr. Clapp tell the story here in 
his own words: “Hundreds of peo- 
ple pass by our store every day 
and see our products. Most of those 
who come in to buy could not pos- 
sibly be induced to run way out to 
the edge of town to our mill. We 
get the farm trade for garden and 
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is big asset to feed firm 
outside business district 


field seeds in bulk packages. They 
like to buy it that way—get more 
for their money—and our profit is 
good. True, these sales range from 
five cents to 50 cents per article, 
but it’s surprising how quickly these 
little items count up. City folks too, 
raise gardens and are excellent 
customers, customers you wouldn't 
get at all without a retail store in 
a convenient shopping area. 

“Our sales on seed corn alone 
amounted to over 200 bushels this 
spring, averaging around $7 per 
bushel and our bulk sales on grass 
seeds were the largest since we 
opened in 1936. Feed sales too, 
come in for their full share espe- 
cially among town and country 
people who have small flocks of 
chickens and need feed in smaller 
quantities. In season, we have a 
good volume on innoculating so- 
lutions for soy beans, seed potatoes, 
and so on. Farmers see the adver- 
tisements in the farm papers and 
many ask for these advertised pro- 
ducts. Seeing them on our display 
tables and shelves reminds them 


FEED sales have been increased 
over 40 per cent since the Co- 
lumbia Grain Co. established 
this down-town retail store. This 
interior view shows Royal D. 
Clapp, proprietor, and his wife 
in the well stocked store. 


to buy and obtain healthier more 
saleable farm produce. 

“Each season brings its own de- 
mand, so that we have a steady 
all-year business. Both farmers and 
city residents buy paint. We stock 
a nationally advertised brand 
which is much in demand. Fertil- 
izers in five pound and larger pack- 
ages are good sellers in spring and 
fall. Floor displays help immeasur- 
ably in furthering these sales. Pack- 
aged dog food in 10 pound and 
even larger sizes is a steady seller 
the year around. Attractive display 
of many items without “cluttering” 
is the biggest factor to boost store 
sales. They are silent, but very 
effective salesmen and ask no 
wages. 


“Aside from the steady cash sales 
we ring up here in the store, it is 
the finest farmer contact we know 
of to build up our custom grinding 
and feed business. 

“To supplement this store selling 
program we plan definitely to 
spend one day out of each week 
visiting the farm trade to stir up 
feed and grinding sales, keep our 
larger users in line for all their 
feed requirements, assist them with 
their feeding and marketing prob- 
lems and of course at the proper 
time, put in a sales word for their 


(Continued on Page Thirty-seven) 


DEALERS PROFIT... 


Dealers handling Pilot Brand Oyster Shell as well as con- 
sumers using it have never sustained a loss. 


Generally their profits have increased from year to year 
over the past twenty years. 


There has never been a bad year for Pilot Brand Oyster 
Shell, each year has been better than the last. 


This growth is due to con- 
stant care—care as to purity 
PILOT 


and other high qualities of 
BRAND 
OYSTER SHELL 


product, a sound merchan- 
dising policy backed by con- 
stant national advertising 
over 37 radio stations and in 
the leading Farm and Poultry 
papers, and the loyal coop- 
eration of dealers every- 
where to serve the steady 
increase in consumer accept- 
tance. 


Pilot Brand continues to grow 


FOR POULTRY with the Poultry industry. 


IF YOU ARE NOT SHARING IN THIS INCREASED 
BUSINESS PILOT BRAND AFFORDS, WRITE US. 


OYSTER SHELL PRODUCTS CORPORATION 


Pershing Square Building 3615 Olive St. 
NEW ROCHELLE, N. Y. ST. LOUIS, MO. 


PROBLEM 
(Number 6 of @ series) 


How to Secure 
PNIFORM DISTRIBUTION 
n Mixtures Containing Iodin 
or Manganese? 


“CCC” HAS THE ANSWER... 


you get UNIFORM DISTRIBUTION of 
Iodine and manganese in your feeds with 
CCC products. 

IMPORTANT MESSAGE 
About a NEW and IMPROVED Research 


With “CCC’s” exclusive process each 
single particle of potassium iodine and 
manganese sulphate is broken down many 
thousand times and redeposited on Calcium 
carbonate particles—which gives you thou- 
sands of IODINE-COATED calcium car- 
bonate particles. 


Because this process unites Iodine and 
Manganese with every Calcium particle, 


and Control Laboratory for your protection 
soon to be announced! ; 


GET HANDY FREE MIXING CHART 
Showing how to prepare mixtures contain- 
ing iodine and manganese 
UNIFORMLY in your feeds. 


Printed on heavy paper for JS@aRAe\ 


posting on your wall. ol 
WRITE TODAY! Dept. F.B. & 


Calcium Carbonate Company 


“Pioneer Producers of Trace Elements Products’ 


45 EAST OHIO ST. 
CHICAGO, ILL. 


® 


BOX 409 
CARTHAGE, MO. 


836 BRANDEIS THEATRE BLOG. 
OMAHA, NEB 


Discuss Problems 
At Barley Meeting 


More than 200 persons attended a bar. 
ley meeting and grading school held by 
the Milwaukee Grain & Stock Exchange on 
its trading floor August 5. The program 
was well-received and included important 
discussions on barley. 

Following a welcome by E. H. Hiemke, 
president of the Milwaukee Grain & Stock 
Exchange, Elmer De Broux, Valders Eleva- 
tor Co., Valders, Wis., offered his interpre- 
tation of the barley situation from the view 
of the country shipper. 

Mr. De Broux called attention to the fact 
that the acreage planted to barley is 
gradually decreasing and declared that 
the price of barley must be brought higher 
in order to encourage its production. 

A. L. Flanagan, Fraser-Smith Co., pre- 
sided at the session. J. P. Hessburg, Froed- 
tert Grain & Malting Co., Milwaukee, out- 
lined the problems of the maltster and 
pointed out that maltsters in this country 
must meet the competition of Canadian 
firms. 

Mr. Hessburg said that the Wisconsin 
farmer is in good financial shape compar- 
ed to other states and indicated that Wis- 
consin maltsters like to use Wisconsin bar- 
ley so long as it is up to standards of that 
grown in other states. Concluding his talk, 
Mr. Hessburg urged the farmer, dealer and 
maltster to work together for their common 
good. 

Walter Holstein, Mohr-Holstein Commis- 
sion Co. Milwaukee, estimated that the 
barley crop this year will be 338,000,000 
bushels according to figures available. He 
said that about 65 to 70 million bushel 
will be needed for malting. 

He advocated that barley shoppers clean 
out the under-size barley as much as pos- 
sible in order to get better prices on the 
market. He listed size of the berry, mellow- 
ness, color and cleanliness as important 
factors to a maltster when he buys barley. 

Other speakers at the session were H. 
W. Rohde, chief chemist, Jos. Schlitz Brew- 
ing Co., Milwaukee, L. H. Robbins, agri- 
cultural agent for the Milwaukee Road; 
Prof. R. E. Vaughan, Dr. J. G. Dickson and 
Dr. L. F. Graber of the University of Wis- 
consin, and O. F. Phillips and F. G. Smith 
of the U. S. Dept. of Agriculture. 

@ FARMERS COOPERATIVE GRAIN ELE- 
VATOR, Ficklin, Ill., was badly damaged 
by fire recently. Over 9,000 bushels of 
grain were destroyed and the loss was 
estimated at $30,000. 

@ AARON HOLMAN, S&t. Joe, Ind., has 
purchased the Gerig & Son Chickeries 
which he has managed for some time. The 
business will be operated in the future 


under the name of Holman’s Feed Service. 


e@ A. A. BAME, Toledo, Ohio, who recently 
resigned as president of the Toledo Soy 
Bean Products Co. has organized the In- 
dustrial Soya Bean Co., in the same city. 
The new concern of which he is the owner 
and manager is remodeling the buildings 
formerly used by the Kieser Milling Co. 
The plant is expected to be in operation by 
the time the new soy bean crop moves. 
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Not Many 


discussions rather than speech- 

es at the 45th annual conven- 
tion of the Grain & Feed Dealers 
National association which will be 
held at the Commodore Perry hotel, 
Toledo, Ohio Sept. 15-16 according 
to advance announcements from 
convention headquarters. 

Departing from the usual run of 
meetings of this kind there will be 
few prepared speeches. Leaders 
and outstanding authorities on vari- 
ous subjects will outline the prob- 
lems to be discussed and members 
of the audience will be encouraged 
to ask questions from the floor and 
to contribute their personal com- 
ment and opinion. 

A special program has been ar- 
ranged for feed dealers and feed 
mixers. Some entirely new prob- 
lems have arisen in the past few 
weeks on the feed situation espe- 
cially in eastern United States. One 
of the leaders in this discussion will 
be Austin W. Carpenter, Sherburne, 
N. Y., president of the Eastern Fed- 
eration of Feed Merchants. E. C. 
Dreyer, St. Louis, chairman of the 
association’s Feed Trade Relations 
committee will preside at this ses- 
sion. The situation in the northwest 
will be reviewed by W. D. Flem- 
ming, Minneapolis, manager of the 
Northwest Retail Feed association. 
Several other men prominent in the 
feed trade are also scheduled to 
take part. 

The Ohio Grain, Mill & Feed 
Dealers association will meet jointly 
with the national association and 
will present one of the outstanding 
programs of the convention. L. G. 
Bradstock, Wellington, Ohio, presi- 
dent of the Ohio association will 
preside at this special program. 

Indications point to a record 
breaking attendance at the Septem- 
ber meeting which is expected to 
be one of the most important in the 
history of the association. The open- 
ing address will be delivered by 
Elmer H. Sexauer, Brookings, S. 
Dak., who will be completing his 
second term as president of the 
national group. 

The convention committee boast 


¢ MPHASIS will be placed upon 
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but lots of discussions at 
national feed convention 


E. H. SEXAUER 


one of the most interesting series of 
speakers in many years. Among 
the outstanding men who have al- 
ready consented to appear on the 
program are: the Hon. Hugh A. But- 
ler, United States Senator from Ne- 
braska and a past president of the 
National association; J. M. Mehl, 
Washington, D. C., chief of the Com- 
modity Exchange administration; 
Philip R. O’Brien, president of the 
Chicago Board of Trade; J. F. Leahy, 
Kansas City, Mo., president of the 
Federation of Cash Grain Commis- 
sion Merchants associations; the 
Hon. Grove Patterson, Toledo, Ohio, 
editor of the Toledo Blade and in- 
ternationally known public leader 
and speaker; Ralph M. Field, Chi- 
cago, Ill., president of the American 
Feed Manufacturers association; 
Edgar Warren, wage and hour divi- 
sion, Washington, D. C., L. Betts, 
Washington, D. C., association of 
American Railroads; F. Peavey Hef- 
felfinger, Minneapolis, Minn., chair- 
man of the National Grain Trade 
council; J. E. Wells, jr., special as- 
sistant to Sec. of Agriculture Claude 
Wickard and A. H. Krueger of the 


SEN. H. A. BUTLER 


Washington, D. C. office of the Mil- 
lers National federation. 

Several other nationally known 
figures have been invited to take 
part in the program but have not as 
yet announced their acceptance. 

With 24 state and regional asso- 
ciations affiliated with the Grain & 
Feed Dealers National association, 
the annual meeting of association 
secretaries is one of the most inter- 
esting conferences of the year. 
These secretaries will meet on Sept. 
14 for an all-day and off-the-record 
conference. They are permitted to 
invite elected officers of their asso- 
ciations to attend the conferences if 
they wish. Capt. L. C. Webster, 
secretary of the Northwest Country 
Elevator association, Minneapolis, 
is chairman of the association sec- 
retaries’ group. 

For a score of years the offices of 
the National association were lo- 
cated in Toledo, so grain and feed 
men of that city consider this a 
“homecoming” convention. This 
will be the first national association 


(Continued on Page Thirty-five) 


G. R. Bridge Heads 
National Hay Group 


George R. Bridge, Bridge & Leonard, 
Chicago, Ill., was elected president of the 
National Hay association at the 48th an- 
nual meeting of the group held July 28-29 
at Fort Wayne, Ind. 

Hugh Desautels, New Bedford, Mass., 
was named first vice president; Mrs. Mar- 
tha S. Calkins, Chelsea, Okla., second vice 
president and Fred K. Sale, Indianapolis, 
was re-elected secretary-treasurer. 

The following were elected to two-year 
terms on the board of directors: Cliff S. 
Martin, Ashland, Ohio; Richard Calliari, 
Green Bay, Wis.; William Ehmann, Ken- 
more, N. Y.; J. C. Suttie, Omaha, Neb.; 
and O. E. Hull, South Whitley, Ind. 

Speakers on the program included G. M. 
Jackson, Interstate Commerce Commission; 


W. B. Krueck, Allied Mills, Inc., Fort 
Wayne, Ind.; H. L. Rogers, Belden Mfg. 
Co., Chicago, Ill.; and Lyman Peck, Cen- 
tral Soya Co., Fort Wayne, Ind. 

@ ERNEST J. WESTENDORF, Janesville, 
Wis., manager of the Arcade Feed store, 
was married recently to Miss Dorothy 
Buchholz of Janesville. 
oo 
@ ROY G. GARDNER, Lawrenceburg, Ind., 
formerly employed with the Lawrenceburg 
Roller Mills has accepted a position with 
Early & Daniels Co., Cincinnati, wholesale 
grain and feed dealers. 

@ JOHN A. NOBLE, Gibson City, Ill., was 
united in marriage July 4 to Miss Janet 
Fletje, Springfield, Ill. For the past 12 
years Mr. Noble has owned and operated 
the Noble Bros. Grain & Seed Co. founded 
by his father the late William Noble. 


COTTON 
BURLAP 
PAPER 


BAGS 


SINCE 1853 


86 years of service and leadership 
have earned M. J. Neahr and Com- 
pany the reputation “Manufacturer 
of Highest Quality Bags.” 


Our service, design, materials and 
workmanship justify our reputation. 
Each department, craftsman and 
machine has but one purpose. . . 
to serve you by producing a quality 
bag that will quickly, economically 
and effectively package your prod- 
uct and SELL your product. 


M. J. Neahr and Company’s experi- 
ence and facilities can serve you 
profitably. Drop a card in the mail 
today, one of our sales representatives 
will gladly call on you and give you all 
of the interesting details of our service. 


Let Joe Bag dress up your product to 
do a better sales job. 


“DRESS UP YOUR PRODUCT” 


M. J. NEAHR 


& COMPANY 


(1604 SOUTH DEARBORN STREET * CHICAGO 


The Chicage Bag Factory Since 1955 


Nopco To Build New 
Pacific Coast Plant 


The National Oil Products Co., Harrison, 
N. J. will soon erect a new manufacturing 
plant for the production of vitamin-fortifieg 
oils and other vitamin products at Rich- 
mond, Cal. according to an announcement 
by Perc §S. Brown, vice president. 

The new location on San Francisco bay 
has been chosen to enable the company to 
give better service to its customers on the 
Pacific coast and Mountain states and ul- 
timately other sections west of the Missis- 
sippi river. 

Construction will get under way immedi- 
ately but until the new plant is completed 
shipments will be continued from Nopco’s 
eastern plants at Harrison, N. J.; Cedar- 
town, Ga. and Chicago, IIl. 

The Richmond plant will manufacture 
vitamin-fortified oils, vitamin products used 
for poultry and animal feeding, and vita- 
min concentrates for the food and pharma- 
ceutical industries. It is expected that 
eventually the plant will be expanded to 
include production of chemicals for such 
industries as petroleum, pulp and paper, 
metal workings, textiles, cement, paint and 
varnish, leather, plastics and cosmetics. 

Nopco, the first company to introduce 
vitamin-fortified oils for poultry feeding on 
the west coast has two subsidiaries al- 
ready operating in this area: Galen Co., 
Inc., Berkeley, Cal., pharmaceutical manu- 
facturers and the Vitab Corp., Emeryville, 
Cal., manufacturers of Vitab Rice Bran 
Concentrate. 


Murphy Men Hold 
Summer Convention 


Nearly 150 district distributors and in- 
dividual sales managers of the Murphy 
Products Co. gathered at Brown's Lake, 
Burlington, Wis., June 30-July 2 for a three- 
day convention sponsored by the company. 

An interesting program was arranged 
including outstanding speakers, a quiz 
session, sales clinic, demonstrations and 
a variety of amusements and recreation. 

Headlining the convention program were 
two nationally-known merchandising ex- 
perts and sales counsellors; R. C. Borden, 
Borden Co., New York who spoke on “Seh- 
sible Short Cuts To Sales” and Burton 
Bigelow, New York who talked on “How 
To Use Your Selling Tools”. Other speakers 
on the program included J. H. Murphy, Law- 
rence Murphy, Leo Warren, Ray Hoffman, 
Bob Giltnane, and Tom Burchard. 

@ GERALD CURTRIGHT, Cedar Rapids, 
Icwa has purchased an elevator at Atalis- 
sa which he will reopen as soon as the 
building has been remodeled and repaired. 
@ CHARLES TOWN GRAIN & FEED CO., 
Charles Town, W. Va., has leased the flour 
and grist mill owned and operated by T. 
Wilmer Clipp on the Kabletown pike. 
@ ROBERT L. COLES, 75, White Plains, 
N. Y. co-founder with his brother Floy of 
the Coles Bros., Feed Co., died recently 
following a long illness. 
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says efforts to land 


LARGE part of our merchan- 
dising effort is bent toward 
landing a commercial feed 

trial order,’’ explained J. H. Ander- 
son, manager, Richland Feed & 
Supply Co., Olney, Ill., a firm re- 
cently cited by this feed manufac- 
turer for its consistent business in- 
crease. 

“Farmers are, like the rest of us, 
inclined to be creatures of habit,” 
he continued. “They get used to 
one way of feeding and are likely 
to go ahead that way whether to 
failure or success—unless someone 
gets out and persuades them to try 
something different. A lot of talk 
won't make the impression on a 
farmer that is accomplished by an 
immediate increase in milk or eggs. 
We believe it is impossible to over- 
do the effort to get folks to buy and 
try a few bags. They can then sell 
themselves and are likely to stay 
sold.” 

This concern is owned by Avery 
McKinney, Bogota, Ill., managed by 
Mr. Anderson assisted by Russell 
Mattoon, a fine salesman and an 
enthusiastic booster for the single 
brand of feeds carried by this store. 
Said Mr. Mattoon: “Right now the 
pastures are not so good even for 
the time of year—and one farmer 
recently saw his milk production 
fall off about 50 per cent. He knew 
his cows were good producers so 


THE FEED BAG — August, 1941 


time well spent 


the fault had to be in the feed. I 
told him what our commercial dairy 
mixtures would do in a case of this 
kind. He took my suggestion to try 
a few bags—and now he’s a real 
booster for the kind of feeds we ad- 
vertise and sell.” 

This store sells some 25 carloads 
of branded commercial feeds, is 
doing a nice business in millfeeds, 
poultry supplies, remedies, and also 
operates a cream receiving station. 
It is situated in downtown Olney, 
on a pleasant busy corner, and pre- 
sents an attractive appearance to 
the heavy passing traffic. 

“We believe in general all- 
around merchandising,” pointed 
out Mr. Anderson. ‘We try to main- 
tain a neat feed store, well-stocked 
but never cluttered up with slow- 
moving items of any sort. You will 
observe that we're using practically 
all the wall advertising and dis- 
play material we get, that we're 
using sidewalk display to advan- 
tage, that from one end of the place 
to the other we try to create the 
impression that we're not afraid to 
use a brush and broom as well as 
soap and water when needed. 
Backing up this neat appearance— 
we advertise conservatively, try to 
know personally as many) farmers 
and feeders as possible and en- 
deavor to be of service to as many 
of them as we can. I think this all- 
out effort along all lines is respon- 
sible for the fact that last year we 
were second in commercial feed 
distribution in this district for the 
brand we're handling — and year 
before last we led the district!” 

A reasonable amount of local 
newspaper advertising is carried in 
one local daily and in a weekly 
paper. Mr. Anderson feels that the 
right kind of local newspaper ad 
is bound to have a beneficial effect. 
It seems to him that the whole 
modern merchandising scene teach- 
es that advertising, if properly pre- 


GET them to try it and often 
they'll buy it—is the theory of 


J. H. Anderson, manager of 
the Richland Feed & Supply 
Co. Here he is, left, with his 
super-salesman, Russell Mat- 
toon. Smaller photo is an ex- 
terior view of this attractive 
feed store at Olney, Ill. Note 
the canopy and sidewalk dis- 
play. 


pared, is bound to increase busi- 
ness. 

“We appreciate the excellent 
printed matter provided by feed 
manufacturers and other manufac- 
turers, too, said he. “I presume 
that in busy times we often neglect 
to place this literature where it 
would do the best work—but, as a 
general rule, we use this literature 
freely and, I think, effectively. In 
the course of a week, we hand out 
many booklets and other printed 
pieces. We have a mailing list of 
600 selected names and you can 
see this means a pretty wide distri- 
bution of printed advertising mat- 
ter. Aside from the advertising 
methods mentioned, this store has 
a number of metal advertising signs 
along the highways. 

No business in the world pays 
greater dividends on friendliness 
and sympathetic interest than the 
retail feed store. Mr. Anderson and 
Mr. Mattoon are keenly alive to this 
fact and find it in line with their 
natural tendencies. Both men try 
to know as many people as pos- 
sible and help them out in their 
little feeding problems. 
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MILWAUKEE FIRMS PAY 


Consign our 
Batley 


La BUDDE 
Feed & Grain Co. 


® Carl Houlton, Manager 
Grain Department 


B* SHIPPING your barley to Milwaukee you can obtii, 

top prices. The Milwaukee market enjoys the deman{ 
of the world’s largest members of the brewing and malting 
industry. 


Contact your commission man in the Milwaukee marke 
today. Mail your samples of the new barley crop to th 
progressive firms who make this advertisement possible. They 
will provide an analysis and inform you of its value. | 


The members of the Milwaukee Grain & Stock Exchang 
have had years of experience in handling malting barley ani § j 
are qualified to give you the kind of service which will mak § 
your dealings with them a pleasure. The Milwaukee marke} 
offers you the most specialized and personal service for you 
barley. 


Once you consider all the advantages, you will find it wis 
to ship your barley to Milwaukee, the world’s largest malting 
barley market. On the Milwaukee market you get best results, 
fastest service and top prices. 


MILWAUKEE 


4 Serving Shippers Dependably and Steadfastly L. Ba rtlett & Son 
for almost 50 years. For Reliable Service 


SHIP YOUR BARLEY TO 
VA GRAIN 


W. M. BELL COMPANY MERCHANTS 


Grain Co. 


COMMISSION 


WISCONSIN Grain & Stock Exchange Milwaukee, Wis. 


EXCHANGE TELEPHONE 
MARQUETTE 0940 


MOHR-HOLSTEIN COMMISSION COMPANY Consign Your 


COMMISSION MERCHANTS iS ARLEY 
BARLEY and Other Grains 


LOWELL HOIT & C0. 


GRAIN & STOCK EXCHANGE 
MILWAUKEE, WIS. 


OFFICE TELEPHONE 
DALY 5226 
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Vis. 


PRICES FOR BARLEY... 


Phones—Office: Daly 2654, Exchange: Marquette 0940 


Personal Service Proves Profitable with 


Johnstone -Templeton Co. 


* Always Honest, Reliable, Satisfactory 


A. L. Johnstone Frank Homan Quin Johnstone 


GRAIN CO. 


MILWAUKEE, WIS. 


CHICAGO, ILL. ST. JOSEPH, MO. NEW YORK, N. Y. 


SPRINGFIELD, OHIO SCHNEIDER, IND. 


BUYERS and SELLERS of GRAIN, SPOT 
and ARRIVE”, CONSIGNMENTS 


MILL FEEDS — FEED PRODUCTS — BY PRODUCTS 
Future Orders Solicited 


J.V. LAUER COMPANY 
‘Pioneer B wiley Salesmen’’ 


For Satisfactory Prices Consign Us Your Next Car ® 


SHIP YOUR BARLEY TO... 


Deutsch Co. 


Grain & Stock Exchange, Milwaukee, Wisconsin 


For Best Results Personal Service Satisfaction Guaranteed 


Distributors for: 


SWIFTIDE PURE COD LIVER OIL—STALEY’S GLUTEN FEED — STALEY’S 

SOY BEAN OIL MEAL—BIG CHIEF MEAT SCRAPS—MILLFEEDS OF 

ALL KINDS — LINSEED MEAL — BREWERS DRIED GRAINS — MALT 

SPROUTS — MALT HULLS — REGROUND OATFEED — HOMINY FEED 
PILOT BRAND OYSTER SHELLS 
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GRAIN» 


Personal Sewice 
Barley a Specialty 
— SHIP TO — 


ROY I. CAMPBELL 


Ship Your Barley 
to Milwaukee... 


The World’s Largest 
Malting Barley Market 
and Let Riebs Get You 
Top Market Prices for It. 


® Ask us for To Arrive 
Bids on All New Crop 
Grain. 


® Send Samples for Bids 


or Values. 


The RIEBS CO. 


Grain & Stock Exchange 
Milwaukee, Wis. 
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EEDMEN from all parts of New 
England gathered at Massa- 
chusetts State college July 30- 
31 to attend the annual feedmen’s 
program at Massachusetts Farm 
and Home week. A two-day pro- 
gram of talks, entertainment, dem- 


onstrations, and opportunities to 
talk over common problems drew 
one of the best audiences that the 
feed program ever had. Topping 
the list of well known speakers who 
took part in the program was R. W. 
Irwin, manager of.the Boston office 
of the Credit Clearing House Ad- 
justment corporation, who talked to 
the feedmen on “Sound Credit Poli- 
cies for Feedmen.” 

“There is no mystery, no secret 
formula but only real sound reason- 
ing to this credit problem,” Irwin 
pointed out. “It is not a hit or miss 
proposition where one trusts to luck 
that he allows credit to the right 
man and also trusts in luck that he 
will get paid. Feedmen, like all 
other good business men must use 
good judgment in the proper appli- 
cation of facts in making any deci- 
sion that applies to their credit poli- 
cies. 

“We hear much today about bet- 
ting on this or that, but, did you 
ever stop to think or seriously con- 
sider the fact that the credit man is 
the greatest gambler of all? With 
a normal profit, and I am going to 
use an arbitrary figure of 15 per 
cent—when credit is extended, it 
means that you are actually tossing 
out 85 cents to see if you are going 
to get one dollar back. It is poor 
judgment to use credit as a means 
of obtaining business. Every per- 
son calling on you seeking credit 
is a human equation to be solved, 
and the unknown quantity being— 
“Will I be paid?’ 

“The first principle of all business 
is to see that it is conducted profit- 
ably. No merchant can allow his 
accounts receivable to become so 
burdensome that he does not have 
adequate cash available to carry 
a proper stock or to discharge his 
obligations as he should. Working 
capital has absolutely no substitute; 
although, limited working capital, 
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is dealer who sells on credit 
new england feed men are told 


in a measure, can be overcome by 
self-denial, hard work, and the 
strictest attention to business. No 
merchant can conduct a profitable 
business or be successful where he 
allows his profits to find their way 
to uncollected accounts receivable. 

“There is one common abuse that 
can be overcome if the credit man 
will use caution in his extension of 
credit. Unfortunately, credit is 
cheap, and it is a common practice 
where credit has been exhausted 
at one point that the credit seeker 
goes elsewhere. If you are not care- 
ful, you are going to find yourselves 
inviting a chronic, slow-pay ac- 
count. This is not conversation. I 
know of instances where within 
your line there have been individu- 
als who have had outstanding 
claims for collection representing 
unpaid items from more than one 
house. The trouble with the aver- 
age credit grantor is that he is 
afraid to know too much about 
those with whom he deals. 


“Unfortunately, in many instanc- 
es, credit has been used as a medi- 
um of attracting and holding cus- 
tomers. In the final analysis, how- 
ever, it is by far more profitable to 
curtail sales and get your money 
according to terms than to have a 
substantial volume and have your 
accounts receivable extremely 
slow. The profit on the sale is lost 
through long waiting. Unless you 
have unlimited resources, sooner or 
later, you are likely to encounter 
difficulty yourself in the discharge 
of your obligations solely for the 
reason that you have been too leni- 
ent in your credit extensions. You 
cannot extend credit to everyone 
who seeks such accomodations. It 
is far better to treat the matter in a 
more serious practical light at the 
time credit is sought. It is most im- 
portant that before granting credit 
a thorough check should be made 
upon the customer as there is gen- 
erally one or two things that you 


can be sure of. If the customer is 
paying others, it is reasonable to 
assume that it is his general prac- 
tice and that you will also be paid. 
However, if records disclose that 
others are having difficulty in get- 
ting their money, it is likewise true 
that the same principle will apply 
in your case. You should make a 
thorough investigation. 

“There are many merchants to- 
day who have forced credit upon 
themselves as they feel that without 
it their business will be limted. Yet, 
they know full well that their work- 
ing capital is not such that they can 
afford to be involved in that type of 
business; and, strange as it may 
seem, there are many arguments 
advanced for the conduct of a cash 
business. There are those who in- 
sist that it is a more profitable 
means of conducting business and 
offer many sound reasons—such as 
—Money, when the sale is made, 
is not tied up in capital—it avoids 
the necessity of borrowing money 
to pay interest—it provides cash for 
current operating expenses—it re- 
duces overhead, in that it does not 
require the same amount of book- 
keeping expense as well as collec- 
tion expense—it avoids bad debt 
losses, very definitely—and—fewer 
goods are returned. 

“On the other hand, there are 
those who scoff at this idea and in- 
sist that it represents the horse and 
buggy days and feel that business 
cannot be conducted without the 
extension of credit. For their argu- 
ment, they bring forth reasons, such 
as—There are people who will not 
buy if they do not receive credit 
accommodations — and to refuse 
credit would result in this type of 
trade going elsewhere—they feel 
that it attracts a better class of 
trade, cash customers are every- 
body's customers while credit cus- 
tomers are those of record—price 


(Continued on Page Forty) 
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This year Labor Day opens up our 
birthday column for September. Three 
hard workers joined the ranks of the 
Stork brigade on September 1.: They are 
Frank J. Allen, Bay State Milling Co., 
Winona, Minn., Eugene Arms, Mill Mutual 
Fire Prevention Bureau, Chicago, and 
Dr. J. E. Salsbury, president of Dr. Sals- 
bury’s Laboratories, Charles City, Ia. 

On September 2, Sam Fredman, Fred- 
man Bag Co., Mil- 
waukee, put in his 
appearance, follow- 
ed by two promi- 
nent grain men Sep- 
tember 4 — Paul E. 
Riebs, the Riebs Co., 
Milwaukee and 
J. M. Chilton, Archer- 
Daniels-Midland Co. 
Minneapolis. Sep- 
tember 5 was the 
natal day of Arthur 
Ackerman, president 
of the Oyster Shell 
Products Corp., New Rochell, N. Y., and 
also a boating enthusiast. 

Lindley H. Patten, Farmers & Merchants 
Milling Co., Glencoe, Minn., started his 
career September 6 while S. L. Pries, 
Maney Bros. Mill & Elevator Co., Minne- 
apolis, made his bow September 7. An- 
other September 7 arrival was S. W. Wat- 
son, S. Howes Co., Silver Creek, N. Y. 

Three members of the trade became 
“stork baggage’ September 8. They are 
Will K. Miller, S. Howes Co., Silver Creek, 
N. Y.; H. L. Krueger, Krueger Bros. Forest 
Junction, Wis., and Ronald C. Booth, Piper 
Grain & Milling Co., Cedar Rapids, Ia. 

Hugh Hale, hit the trail September 9. 
He is with the Hale Grain Co., Royal, Ia., 
and serves as director of the Western 
Grain & Feed association. 

A day later, on September 10, William 
H. Danforth, Purina Mills, St. Louis, made 
his bow and then on September 11 an- 
other trio of well-known feed men tested 
their lungs for the first time. They were 
Harry C. McAdams, Napthole, Inc., Boon- 
ton, N. J. John Davis, W. M. Bell Co., 
Milwaukee, and Walter J. C. Mueller, 
Northern Milling Co., Wausau, Wis. 

Not a bit superstitious is Henry W. 
Swanson, White Laboratories, Inc., New- 
ark, N. J., despite the fact that his birth- 
day falls on September 13. Beating the 
middle of the month by one day, E. G. 
Cherbonne, Purina Mills, St. Louis, Mo., 
arrived on the 14th. 

Joseph B. Manasse, Werthan Bag Co., 
Chicago, who admits his hobbies are sell- 
ing bags and reading The Feed Bag, 
claims September 15 as his natal day. 
Other arrivals on the same day are A. J. 
Feigel, Union Special Machine Co., Chi- 
cago, and Taylor Mills, Batten, Barton, 
Durstine & Osborne Advertising Agency, 
Minneapolis. 

R. L. Christy, Denver Alfalfa Milling & 
Products Co., Lamar, Colo., was born Sep- 
tember 16 to a career which started as a 


Dr. J. E Salsbury 
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telegraph operator and actor. After much 
traveling Mr. Christy settled down in 
Lamar and is the mayor of that fair city. 

All good things come in three it seems. 
Lloyd M. Faris, Frank J. Holt and T. G. 
Wilkinson were all born on September 17. 
Mr. Faris is with the W. J. Small Sales 
Co., Kansas City; Mr. Holt with White 
Laboratories, Inc., Newark, N. J., and Mr. 
Wilkinson, the Borden Co., New York City. 

Victor H. Reid, Hart-Carter Co., Minne- 
apolis, took his first deep breath, Septem- 
ber 22 while Stuart R. Nordvall, Arcady 
Farms Milling Co., Chicago, answered 
“here” on September 25. Another arrival 
on the 25th was L. R. Peel, Rice Labora- 
tories, Inc., Dassel, Minn. 

R. E. Walters, Harlan Rendering Co., 
Harlan, Ia., claims September 27 as his 


birthday while John Griffith, Northern 
Oats Co., Minneapolis, arrived on the 
28th. 

J. F. Schroeder, Northeast Feed Mill Co., 
Minneapolis, and M. W. Thatcher Jr., 
Bunge Elevator Corp. of the same city, 
both made their bows September 29. 
Another September 29 arrival was W. B. 
Webb, Wabasha Roller Mill Co., Wa- 
basha, Minn. 

@—--- 
@ A. J. GUYETTE, Fultonville, N. Y. feed 
dealer, has leased a warehouse at 86 
Spring St., Gloversville. 

@ HENRY N. JENSEN, 59, Estherville, Iowa, 
former manager of the Golden Sun Milling 
Co. plants at Estherville and Fairmont, 
Minn., died last month. 


You Can “Bring ’Em Down” 
With Any One 


But you wouldn’t choose a rifle 
when hunting quail, nor would 
you care to be limited to a pistol 
when you're after deer. Freedom 
of choice is always important, 
whether it pertains to game or 
the ingredients used in a mix. It 
wasn’t very long ago that feed 
manufacturers were much more 
limited in their choice of vitamin 
A and D supplements from any 
one supplier. Now, with the sev- 
eral different potencies provided 
by the CLO-TRATE line, you can 
select one that will meet practically 
any need or preference. 
CLO-TRATE vitamin oils are 
packed in heavy, new steel drums 
equipped with faucets. All CLO- 
TRATE products are guaranteed 
to contain not less than the unitage 
claimed for them . . . and ever 
batch is thoroughly checked be- 
fore shipment in our chemical 
and physical laboratories, and test- 
ed on chicks by the A.O. A.C. 
method. Write for particulars. 


WHITE LABORATORIES, Inc. 


Manufacturers of Dependable Vitamin Products 


NEWARK 


» 400 Vitamin D 


TE ‘S400 


Vitamin A is expressed in U.S.P. units, 
and Vitamin D in A.O.A.C. chick units 
per gram. 


NEW JERSEY 


CLO-TRA TE : 
PRODUCTs 
CLO-TRATE 
Fortified Cog Liver Qj] ae 
3000 Vitamin 
°LO-TRA 
Vitamin A and D Feeding Oil g 
1500 Vitamin A, 400 Vitamin p Z 
CLO-TRATE 
Vitamin 4 and D Feeding Oil : 
1500 Vitamin A, 200 Vitamin p : 
CLO-TRATE 
Vitamin A and D Feeding Oil « 
600 Vitamin A, 85 Vitamin D a 
CLO-TRATE “DRY p» 
“D” Activated Animal Stero) 
((Vitamin D) in Edible Powder, 
2000 Vitamin p 
CLO-TRATE 
Vitamin 4 Feeding 
9000 Vitamin A 


Keen Them Well Ged 


They're gathering aluminum in bat- 
tered pot and pan; 

Bare-legged must fair maidens go 
to meet the raw silk ban; 

Steel is on the shortage list, while 
ships and guns we build; 

There’s scarcity of this and that to 
keep war orders filled. 

Well, we don’t have an O.P.M. to 
regulate the farm 


by EMIL J. BLACKY 


But, none-the-less, with industry 
we're working arm in arm 
More eggs, more milk more meat's 

the call from frantic Uncle Sam 
The chickens must work overtime, 
the hogs produce more ham. 
And you, my dealer friend, must 
help to meet this crying need 
By keeping up your quality and 
cutting waste in feed. 


Many Dealers Throughout 
The Central West Manufacture 
Their Own Feeds Under: 


Dr. Clore’s formulas 


R. CLORE’S Formulas are top flight in every re- 
spect. Dr. Clore is a former Government Veterin- 


arian and has given 26 years of his life to the building 
of feed formulas with their relation to livestock diseases. 
Could any person be better equipped to start you in 
the manufacturing of your own feeds under your own 
name? Your name is precious to you and rightly so. 
When you spend your money to build a reputable feed, 
it should be your own. 


R. CLORE and his State Men know the feed busi- 

ness from start to finish and they can start you on 
the road to being independent in the feed business and 
give you a feed no one can take away. 


OU take no chance on Dr. Clore’s Formulas. He 

has proven them on his own experimental farm 
and in the hands of hundreds of dealers in the central 
west. Write Dr. E. E. Clore today and he will send 
you full information. 


We give you exclusive territory. You buy nothing from 
us except the small amount of a balanced mineral 
going in each bag of feed. 


HOOSIER MINERAL FEED COMPANY 


GREENWOOD, IND. 
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Sell customers a feeding plan; ialk 
scientific rations; 


This is no time for hens or cows to 
go on “slump” vacations. 
Your duty, sir, is plainly clear, though 

you must work much harder, 
No shortage shall we tolerate in our 
great nation’s larder. 
And if you do your bit, my friend, 
your lucky stars you'll thank 
When you have found there also is 
“no shortage in the bank.” 


Name Speakers For 


Nutrition Sessions 


Prof. E. B. Hart, department of bio- 
chemistry, University of Wisconsin and Dr. 
H. S. Wilgus, poultry department, Colorado 
state college are among the outstanding 
speakers who will appear on the program 
at the Sth annual Cornell nutrition school 
for feed manufacturers, to be held at Itha- 
ca, N. Y., Oct. 23-25, according to an an- 
nouncement by Dr. L. C. Norris, chairman. 

Dr. Wilgus will speak on “The Iodine 
Requirements of Chickens” while Prof. Hart 
is scheduled for two interesting talks; one 

on “Recent Developments in the Nutrition 

of Dairy Cattle’, and the other on “New 
Facts Concerning the Nutritive Value of 
Milk”. 

All correspondence concerning the school 
should be addressed ‘to Dr. L. C. Norris, 
Rice Hall, Cornell university, Ithaca, N. Y. 


Charles B. Weydman 
Heads Milling Co. 


Charles B. Weydman, well-known 
throughout grain and feed circles, has 
become president of the Rex Grain & 
Milling Co., Inc., Buffalo, N. Y., according 
to a recent announcement by the firm. 

Mr. Weydman was formerly vice presi- 
dent and treasurer of the Eastern Grain 
Elevator Corp., for more than 25 years. 
He is currently president of the Corn Ex- 
change of Buffalo, a director of the Grain 
& Feed Dealers National association and 
a director of the National Grain Trade 
council. 

In the new setup, Albert S. Krotz, will © 
be vice president and production manager 
of the Rex concern. 

MORE FALL PIGS 

The fall pig crop in United States will 

probably be materially larger than that of 
last year according to preliminary statistics 
of the bureau of Agricultural Economics. 
The downward trend in hog production 
which began in 1940 has been halted the 
bureau reported and the 1941 spring pig 
crop instead of being 10 to 15 per cent 
smaller than a year ago as first predicted, 
was about the same as that of 1940. 
@ E. J. LINDHARDT, president, and R. 
Opsal, feed department manager, National 
Byproducts, Inc., Des Moines, Ia., recently 
returned from a fishing trip to Canada 
and Northern Minnesota. 
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—feed convention 


(Continued from Page Twenty-seven) 


RALPH M. FIELD 


convention to be held in Toledo. 

Here are the men who, acting as heads 
of committees, will assure members of the 
National and Ohio associations a fine en- 
tertainment program: General chairman, 
Milton H. Faulring; general secretary, A. E. 
Schultz; entertainment committee, John Lus- 
combe; banquet committee, S. L. Rice; golf 
committee, D. L. Norby; transportation com- 
mittee, L. J. Schuster; ladies entertainment 
committee, Paul Barnes; publicity commit- 
tee, K. D. Keilholtz; committee on prizes, 
O. E. M. Keeler; music committee, Paul 
Atkinson; general treasurer for the Toledo 
host committee is Albert C. Hoffman. 

Women who attend the convention and 
register, will have a luncheon on Monday, 
the luncheon to be followed by a style 
show. Then the visiting women will have 
their choice of either a bridge tournament, 
or a theatre party. That evening their reg- 
istration tickets will admit them to the 
banquet, floor show and dance. On Tues- 
day they will have an afternoon sightsee- 
ing trip up the “Marvelous Maumee” river, 
with stops at points of historic interest. 

Men will be admitted by their registra- 
tion ticket to the banquet, floor show and 
dance Monday night, and on Tuesday may 
either take the sightseeing trip or join in 
the annual golf tournament. Tuesday even- 
ing the “get acquainted party” will be 
held. 

The golf tournament is to be held at the 
Inverness Club, home of two national open 
tournaments. Prizes for golf competition 
will be presented by Byron Nelson, twice 
national open champion. 

The President's Cup, offered annually for 
the past six years was won last year for 
the second time by the same man, which 
gave him permanent possession. Now the 
new and “continuing” cup will be the 
Toledo Cup, offered by the Toledo Board 
of Trade. Permanent possession will go to 
the member of the National association 
winning it two years in succession. The 
golf prizes and awards will be presented 
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Tuesday evening at a buffet dinner and 
entertainment for all registered convention 
guests. 

The annual business meeting of the Na- 
tional association at which officers and 
directors for the coming year will be 
elected will be held Tuesday morning. 

Directors whose terms expire this year 
are: F. E. Watkins, Cleveland, Ohio; A. C. 
Koch, Breese, Ill.; A. L. Riedel, Saginaw, 
Mich.; F. W. Lipscomb, Springfield, Mo.; 
George Stites, Union, Nebr.; A. J. Haile, 
Spokane, Wash.; C. C. Barnes, Winchester, 
Ind.; Lionel True, Springfield, N. Y.; R. C. 
Booth, Cedar Rapids, Ia.; F. A. Derby, 
Topeka, Kans.; C. F. Morriss, Charlotte, 
N. Car.; B. J. O'Dowd, Kansas City, Mo.; 
John McCaull, Minneapolis, Minn.; Rees 


Dickson, Louisville, Ky.; F. J. Faber, Phila- 
delphia, Pa.; E. C. Dreyer, St. Louis, Mo.; 
A. F. Hopkins, Boston, Mass.; W. B. Fox, 
New Orleans, La.; R. F. Houlton, Denver, 
Colo.; B. O. Holmquist, Omaha, Nebr.; 
Austin Sturtevant, Chicago, Ill.; H. H. 
Green, Pattonsburg, Mo.; F. E. Devendorf, 
Los Angeles, Calif; G. E. Blewett, Ft. 
Worth, Tex.; Hugh Hale, Royal, Ia.; E. B. 
Evans, Decatur, Ill.; G. A. Pritchard, Fort- 
ville, Ind.; E. R. Martin, Norfolk, Va.; Paul 
Whitman, New York, N. Y.; J. C. Mullaney, 
Sioux City, Ia. 

In the past month, Toledo has obtained 
airline service, so that members who wish 
to fly to the convention can make plans in 
advance. Railroad service is excellent 
{rom all directions. 


BIG CA PACITY grinds grains, screenings, ear or 


snap corn and roughage materials. 


Rasp-like cutting plate—long-wearing patent beaters—one- 
minute screen change—and other outstanding features. 


3 SIZE§ Model 15—15 to 30 HP. 


Model 17—30 to 50 HLP. 
Model 24—50 to 75 H.P. 
—all 3,600 RPM—Belt or Motor Drive. 


Write for full data and 30 DAYS’ TRIAL PLAN 


A. E. JACOBSON MACHINE WORKS, Inc. 


1074 Tenth Ave. S. E. 


Minneapolis, Minn. 


Grinders — Corn Cutters — Magnetic Separators — Feed Mixers 
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VERY Wednesday evening we enter- 

tain a free movie audience right here 
in our mill yard, and it pays us, too,” de- 
clared Jacob R. Erwin of J. R. Erwin & Son, 
Daylight, Indiana. “Of course, the free 
movie is not an original idea—you see 
business men in nearly all small towns in 
southwestern Indiana are sponsoring them 
just to enliven things and pull a crowd 
together.” 

Just as soon as it gets sufficiently dark 
to make a picture visible, a screen is put 
over a big commercial feed ad on the side 
of one of the mill buildings. The advertise- 
ments of local business men are broadcast 
over the loud-speaker and can be heard 
a half-mile away. 

“Yes, sir; it’s a fine idea,’ pointed out 
Mr. Erwin. “No matter whether the picture 


is a detective mystery, wild west drama, 
or a mounted police thriller, the crowd 
comes, 300 to 400 strong—and from all 
directions. Nobody ever asks what the 
picture is to be. They just come to the 
show. We get acquainted with new fami- 
lies the first week they are in our little 
agricultural community — for they are 
brought by the others to about the only 
evening entertainment we have in our vil- 
lage during the summer months—the free 
movie. After and even during the show in 
the mill yard, we have an opportunity to 


by 60 years’ experience. 


for them at Detroit Lakes. 


you money and worry. 
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Built Right With IBBERSON 


Grain Elevators, Feed Mills, and Seed Plants every- 
where depend on Ibberson efficiency which is backed 


Above is shown the Peterson-Biddick Co. plant at 
Jamestown which is a companion to the one we built 


Consultation Without Obligation 


Find out what Ibberson can do for you before 
building or remodeling. Costs nothing but may save 


help erwins sell 
feed in daylight 


sell the idea of using our complete com- 
mercial feed program to more than one 
individual—we're here to hand out printed 
matter, answer questions, prove the case 
of commercial feed efficiency. But the big 
thing with us is—we’re sure the free movie 
makes us friends all summer long.” 

Daylight is just a tiny village of less 
than 100, a few miles outside the city of 
Evansville. Some 44 years ago, a member 
of the Erwin family started the mill. The 
last sixteen years the business has been 
run by Mr. Erwin and his son, John—the 
younger man being a real feed salesman 
in every respect. The plant still does 
grinding and mixing, sells farm supplies, 
handles a little flour—but the trend of the 
decade has been very definitely in the 
direction of commercial feed retailing. Last 
year the firm received a citation for vol- 
ume-increase offered by the manufacturer 
of their brand of commercial feed. 

The Erwins like the group selling idea. 
Small gatherings of one class of feeders 
are held frequently in the mill office. They 
may be hog men, dairymen or poultry 
raisers. The idea is:to start with a com- 
mon interest. The district representative of 
the commercial feed company may be 
there to make a talk. Possibly some suc- 
cessful farmer from an adjoining section of 
the county may tell his experiences. The 
meeting is converted into a round-table 
affair. Advertising matter is explained and 
distributed. Often, feed orders are taken on 
the spot. Always, business quickens after 
a special meeting. 

“I don't know how it is in other locali- 
ties,” said the mill owner, “but here noth- 
ing substitutes for friendship. The Daylight 
community has been known since pioneer 
times for its hospitality and neighborly 
spirit. These mark the trade territory today 
as much as ever—and we like it that way. 
We like to be friendly and have friends, 
to help and be helped—for after all, there, 
is a lot in the retail feed business besides 
simply the making of money.” 


@ HAMBERG FEED MILL, Hamberg, Minn., 
has installed a new hammer mill and 


made other improvements to its plant. 


@ OLAF OLSON and Alton Olson, West 
Salem, Wis., are erecting a new feed mill 
on the lot adjoining the Olson store. 


@ RAPATEE FEED MILL, Rapatee, IIl., 
owned by Ed Kessler, Cramer, IIl., was 
destroyed by fire July 22. 

@ WILLIS S. WILLIAMS, 79, Minneapolis, 
Minn., manager and treasurer of the Min- 
neapolis Chamber of Commerce Clearing 
association since 1891, died July 22. Mr. 
Williams had been active in his duties 
until last March when he was stricken 
with illness. 
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—down town store 


(Continued from Page Twenty-five) 


coal and fuel requirements for winter use. 

“In doing a diversified business like 
this we find that one cannot repeat too 
often, the varied lines handled—remind a 
farmer, if he does not happen to need 
feed at the time, that we sell quality 
paints. Maybe his buildings need painting, 
this often leads to a good sized paint 
order. Fertilizers naturally come in for 
mentioning during spring and fall. There 
is always something we can suggest with- 


LOCATED at the edge of town 
on the Pennsylvania tracks is 


the Columbia Grain Co. feed 


mill and elevator. The retail 
store is in the down-town dis- 
trict. 


out high-pressuring the customer, that can 
be sold either at the moment or insure the 
sale for a later time. 

“In line with this store and direct con- 
tact selling, we send out advertising 
through the mails not less than once each 
month, describing or pricing some specific 
item. That makes for a steady monthly 
business so that we keep all of our seven 
men employed the year around. 

“Take coal for example. When we added 
coal four years ago, we put in the very 
best equipment we could buy—two big 
unloading conveyors to handle coal easily 
and economically. Combined with the 
sales plans outlined above, our coal busi- 
ness has grown to the largest in the city. 
Later we bought out another yard and 
modernized that. Quick service, quality 
products economically handled and priced 
tight combined with a pre-planned selling 
program that is never neglected is doubt- 
less responsible for the record achieved. 
Sell a customer on one item and satisfy 
his or her needs on that, and the repeat 
sales on other items follow as a natural 
course.” 

@ JOHN JARLSBERG, 57, Cambridge, Wis., 
operator of the Jarlsberg Feed & Grain Co., 
for the past 10 years, died last month. 
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MINERAL FEED MEN TO MEET 

The annual meeting of the Mineral Feed 
Manufacturers association will be held 
Sept. 5 at the Olympia Fields Country 
club near Chicago according to an 
announcement by President John Ahern, 
Quincy, Ill. The business session will get 
under way at 9:30 am. The afternoon 
will be devoted to a golf tournament and 
the banquet will be held at the club house 
at 7:30 p.m. 
@ BOLIN & RICHARDS FEED CO., Mar- 
tinsville, Ind., have purchased the brick 
building which they occupy at Pike and 
Jefferson streets. The building will be re- 
modeled and a drive-in will be installed 
to provide better service for their cus- 
tomers. 


For BIGGER PROFITS 
Poultry 


@ TYDEN FEED & LIVESTOCK CO,, 
Dougherty, Iowa has recently completed 
a 40 x 60 addition to its feed manufactur- 
ing plant. 


@ FREDERICK FUNK, 80, North Lake, Wis., 
owner and operator of the Funk Mill for 

almost 60 years died July 18. 
- 
MILK COW PRICES UP 

Milk cow prices for the nation as a 
whole average $72.60 per head, the high- 
est since 1930 according to the crop report- 
ing service of the United States department 
of agriculture. In Wisconsin one of the 


country’s leading dairy states prices of 
milk cows now average $89 per head, $15 
per head higher than the prices reported 
for July last year. 


Ay 
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ling Poultry Balancer 


| 35% PROTEIN 


Ideal for Custom Mixing or Retailing 


Dealers! Here’s the feed for fast turnover, big profits! Sells 
fast because it can be mixed with the farmer’s own grains. 
Doubles your prospects, doubles your sales opportunities — 
because it can be used for either custom mixing or retailing 
and in either growing or laying rations, enabling you with 
this one feed concentrate to meet every poultry raising require- 
ment! Blended, balanced, highly nutritive! Made with the 
finest quality ingredients! Stock Sterling Poultry Balancer, 
35% protein, for steady, repeat business—big volume! 


NORTHRUP, CO. 


Minneapolis 


DEPENDABLE SINCE 1884 


Minnesota 
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“home-made” conveyor constructed at 
very little expense from the first floor 

to the second at the Troy Grain & Supply 
elevator, Troy, O., has helped this firm 
increase its business thousands of dollars. 
Russell E. Royer, manager, realized that 
he was losing the business of a number 
of big feeders by not having sufficient stor- 
age facilities for soybean, cottonseed and 
linseed meals, which these men like to buy 
in quantity. The elevator had some space 
on the second floor which had formerly 
been used for corn storage, but was now 
available for other purposes. Lack of an 


solves problem with 
home-made conveyor 


elevator however made use of this space 
for feed storage impractical. 

Mr. Royer arrived at a happy solution 
to the problem with a conveyor, which was 
built at a cost of around $150. It is 17 feet 
long, with a 35 foot “web” or belt. The 
web was made by taking maple slats 2x2 
and attaching them to a special No. 45 link 
chain, with % inch rollers. Every third link 


Are in the Bag! 


mark. 


Steel Cut Oats °« 


... When You Specialize 
on DOUGHBOY Feed and Oats! 


Wise feed men know the superiority of DOUGH- 
BOY products and service .. . because they've 
learned that we “know our oats.” 


That's why hundreds of smart dealers say 
that profits are “in the bag” ... and mean the 
big fat bags with the snappy Doughboy trade 


For YOUR Fall profits . . . write for full de- 
tails on DOUGHBOY FEEDS ... and prices on 
DOUGHBOY Oat Products. Write today! 


Feeding Rolled Oats 
Feeding Oat Meal 
Ground Oats 
Whole Oat Groats 
Pulverized Oats ¢ Ground Barley 


DOUGHBOY MILLS Jac. 


NEW RICHMOND, WISCONSIN 


RUSSELL E. Royer, manager of 
the Troy Grain & Supply Co., 
is shown here standing beside 
his home-made conveyor which 


he says was constructed for 
about $150. 


is attached to the slats, and rollers are in 
between. The rollers operate on angle iron 
tracks fastened to two 2x6’s. Ten-inch 
sprockets, operating on a lxi‘s shaft en- 
gage the chain. The conveyor is powered 
by a two horsepower motor. 

The Troy Grain & Supply Co. for a 
number of years has been making splendid 
records in the sale of commercial feeds 
and supplements, under Royer’s manage- 
ment. Royer doesn't have a regular field 
man, but has schooled every member of 
his organization in selling customers on 
the increased profits obtained by using 
his particular feeds and supplements. 


—— 
@ R. H. HIMES & SON, Warren, Iowa, 
have opened a feed store at Lipscomb, 
Iowa. 

@ E. E. SWARTZENDRUBER has succeeded 
Gerhard Larson as manager of the Fred M. 
Davis Grain Co., Manson, Ia. Mr. Larson, 
who is a director of the Western Grain & 
Feed association, expects to purchase an 
elevator and enter the grain business for 
his own account. 


HEAT HITS CORN CROP 

Scanty rainfall and continuously high 
temperatures in the corn belt are reported 
to have resulted in more or less permanent 
damage to the corn crop and considerably 
reduced the outlook for excellent to record 
breaking yields in many areas according 
to the United States weather bureau. 

Wheat yields in some areas were also 
disappointing because of the heat and 
dryness the bureau reported and in some 
sections including southern Illinois and 
parts of Missouri farmers were forced to 
haul water for domestic supply. 
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— routes sell feed 


(Continued from Page Fifteen) 


20 per cent dairy feed you recommend.’ 
That's my tip to offer to bag up his oats 
for his. We are careful of course to let 
them xnow that this is not an everyday 
service feature but a special favor because 
he happens to be busy. We only bring in 
grists which are to be mixed with our sup- 
plements, and mixed according to our ap- 
proved formulas.” 

Ketchum and Maloy handle a nationally 
advertised brand of feed and sell a full 
line of farmer’s supplies, hardware, paint, 
stock remedies, coal and building supplies. 
Their trucks are covering a radius of 25 
miles around Clyde. 

Mr. Ketchum named three things which 
he feels are largely responsible for the 
success of his routes. They are: 

Make it a point to cover a given district 
each week on the same day each week. 
Try to make your stops as near the same 
time as possible. Recently a farmer told 
Mr. Ketchum he could almost set his watch 
when he saw the truck drive in. 

Secondly, unless you have an exception- 
al truckdriver who is also a good salesman 
it is best to do your own selling. The farm- 
ers want to know the man they are doing 
business with. If you are unable to go on 
each trip each day, then by all means 
make it a point to cover the routes with 
your driver at least once a month. 

His last suggestion is to get on good 
terms with the farmer's wife. This may 
sound silly but it is sound psychology. 
“Many women are the poultry boss and 
do the buying of this profitable line of 
feeds,” says Mr. Ketchum. “Make it a point 
to talk as much about her children and 
home as about your feeds. Learn the 
names of the children and their ages. 
Learn to be able to talk about the family 
and draw parallels between her home and 
children and your own. This makes a bond 
with women that helps sales. It's not a 
bad idea to have a candy treat for the 
little children either, remember, it isn't long 
before the children grow large enough to 
enter a calf in the 4-H club competition 


and then no feed is too good for their 
stock.” 


@ A. O. GILBERTSON, Austin, Minn., has 
been named manager of the Chicago Meat 


Products Co., Chicago, to succeed J. M. 


Melville. Mr. Gilbertson was formerly as- 


sociated with George A. Hormel & Co. 


@ FARM SERVICE CoO., Foley, Minn., has 
purchased the business of the Johnson Feed 
& Implement Co. 

@ L. C. EICKERMAN, Silex, Mo., has pur- 
chased a local warehouse and is now en- 
gaged in the flour and feed business. He 
recently resigned as manager of the Silex 
Flour Mills after being employed with the 
firm for over 25 years. 

—- 
@ JOHN E. WENNING, New Bremen, Ohio, 
owner of the Bremco Feed mills recently 
suffered painful injuries when he was 
hurled against a wall by the explosion of 
an air compressor. 
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Cornell To Establish 
School of Nutrition 


Cornell university will soon establish a 
School of Nutrition according to an an- 
nouncement by Edmund Ezra Day, presi- 
dent of the institution. Dr. Day stated that 
following three years of college work the 
university would offer two years of special- 
ized instruction in the study of problems of 
animal and human nutrition. 


Dr. L. A. Maynard, professor of animal 
nutrition at Cornell for more than 20 years 
and director of the Nutrition laboratory re- 
cently established at Cornell by the fed- 
eral government will be in charge of the 


new school, said to be the first of its kind 
in the country. 

In addition to training specialists, the 

school will offer instruction to students pre- 
paring for work in which an understanding 
of nutrition is essential. Agricultural 
agents, students interested in institutional 
management, chemical engineers and 
others in training to serve the food indus- 
tries will be given instruction. 
@ LOREN RICE, Shelbyville, Ind., has 
purchased the Webben & Zeller bakery 
building on Hendrick St. He will move his 
Vitality feed store and hatchery to the new 
location as soon as alterations have been 
completed. 


* Impartial survey by out- 
side oreanization: Actual 
preference more than 2 to 
1 over second place prod- 
uct; more than 3 to 1 
over third place product. 


So YOU'LL WANT to sett them 


e@ Think what this preference means to you in more 
sales, quicker sales, more profitable sales! And when 
you recommend Dr. Salsbury’s Rota-Caps you are 
rendering a valuable, helpful service. 


YOU CAN SELL DR. SALSBURY'S ROTA-CAPS 
WITH THE FULLEST CONFIDENCE 


e@ You know that you are offering the best worm treat- 
ment when you offer Rota-Caps—a product that is 
preferred 2 to 1. Rota-Caps won't knock egg production 
—won't set back growing birds. The reason is simple: 
Dr. Salsbury’s Rota-Caps contain Rotamine, Dr. Sals- 
bury’s exclusive drug compound, which prevents toxic 
after-shock. They remove large roundworms, intestinal 
capillaria worms and the tapeworms (heads and all) 
listed on the label. 


National Advertising Helps Sell ROTA-CAPS for You 


e Right now, all over America, national and sectional farm and 
poultry magazines are telling poultry raisers why they should 
worm their birds with Rota-Caps. They’ll respond, too; because 
worming with Rota-Caps brings them extra profits. Point-of-sale 
literature and displays—in your store—helps you complete the sale. 

Get complete information about our profit-making plans for deal- 
ers now. Write us or talk to your Dr. Salsbury representative 
when he calls. Use Quickmail Coupon No. 14. 


DR. SALSBURY'S LABORATORIES 
CHARLES CITY, IOWA 


WHY 
“POULTRY. 
RAISERS 
PREFER 


Dr. Salsbury's 
ROTA-CAPS 


“They are easy te 
give, and make 
me a good profit.”’ 


* * 


“They get the most 
destructive worms, 
and don’t throw 
my hens off pro- 
duction.” 

* 


“They are more 
thorough than 
any product I 
have ever used.” 


REMEMBER! 
Dr. Salsbury’s AVI- 
TON, the ideal flock 
treatment for round- 
worms. Dr. Salsbury’s 
PHEN-O-SAL, for 
the drinking water. 
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POULTRY SURVEY* 
YOUR CUSTOMERS prefer them 


— biggest gambler 


(Continued trom Page Thirty-two) 


does not restrict the sale, buying is more 
convenient for the customer, and they usu- 
ally buy in a larger volume. 

“Irregardless of what your feeling may 
be as it pertains to that, there is one thing 
certain, and that, there can be no half-way 
measures. Your working capital, together 
with your analysis of local conditions, 
should determine whether you can extend 
credit or not and to what extent. 

“Collection of any account can be con- 
ducted in an intelligent manner. You must 
not be over-bearing, because whether you 
like it or not, your customer cannot do the 


impossible. If you will bear that in mind, 
strange as it may seem, you are helping 
your customer, you are creating good-will, 
and you are preserving the account as 
well as adjusting it. 

Other speakers on the interesting pro- 
gram included Dr. R. T. Parkhurst, head of 
the Massachusetts State college poultry 
department; H. M. Scott, University of 
Connecticut, Storrs, Conn.; and Dr. Marie 
S. Gutowska, Amherst, Mass. 

@ ART HERPEL, Prairie du Chien, Wis., 
has opened a new feed and seed store in 
the Poehler building. A Bryant grinder 
and mixer have been installed and a com- 
plete line of feeds and concentrates will 
be handled. 


VIT-D- 400 


Natural Vitamin D in a Dry, Granular Form 


Lower first cost than fortified Vitamin Oils 


used at same level. 
from leaky spigots. 


No waste, no mess 
Guaranteed 400 


A. O. A. C. chick units Vitamin D per gram. 


A complete line of Vita- 
min A and D products 
for the poultry and ani- 
mal feeding industry. 
Processors since 1921. 


Packed in dated cans and Vitamin D potency 
guaranteed for | year. Write for samples 
and prices. Consult SILMO'S laboratory 
on your entire Vitamin A and D program. 


SILMO CHEMICAL CORP. 


RAILROAD BLVD., 


VINELAND, N.J., U.S.A. 


Seed Men Approve 
Essay Contest Plan 


The Wisconsin Seed Dealers association 
will again sponsor an essay contest for 
school boys and girls and 4-H clubs on the 
subject “Improvement of Seeds and Weed 
Control” it was decided at the educational 
meeting of the group held July 11 at Madi- 
son, Wis. 

Following a report by E. D. Holden, 
secretary of the Wisconsin Experiment sta- 
tion, on the contest held last spring, the 
directors were authorized to set aside 
whatever money is necessary to finance 
the contest. It was also decided to ad- 
vance the contest from the spring to fall in 
order to allow contestants more time for 
research and preparation of manuscripts. 

Mr. Holden reported that 510 essays 
were submitted in the contest this year 
and that $250 in prizes was awarded. The 
essay contest program was enthusiastically 
endorsed by the entire association. 

In view of the disruption of world mar- 
kets and disturbed war conditions Presi- 
dent Elmer De Broux, Valders was also 
authorized to appoint a committee of five 
members to investigate the outlook on the 
seed situation and make whatever recom- 
mendations deemed advisable for the good 
of the industry as a whole. 

Dealers enjoyed smokes on the Nitragin 
Co., Milwaukee following the noon lunch- 
eon and at the conclusion of the afternoon 
visit to the University of Wisconsin experi- 
mental farm, refreshments of the kind that 
made Milwaukee famous, were treated by 
Fred W. Kellogg, Kellogg Seed Co., Mil- 
waukee. 

Nearly 100 members were registered for 
the meeting. 

@ H. J. ERICKSON, Darlington, Wis., has 
purchased the interest of Oscar Disrud in 
the Erickson Feed Co., and is now the sole 
owner of the business. 

@ FRANK E. CRANG, 79, Clinton, IIL, 
former feed and coal dealer died last 
month. 


@ SPENCER KELLOGG & SONS, Inc., 
have let the contract for construction of a 
$75,000 grain drying unit at their Decatur, 
Ill., plant. 


@ EMILE PFIZER, Gladstone, N. Y., chair- 
man of the executive committee and presi- 
dent of the Charles Pfizer & Co., New York 
manufacturing chemists, died last month. 
@ TEMPLIN FEED STORES, of Three Rivers 
and Sturgis, Mich., entertained their friends 
and customers at the Centerville high 
school July 22 with the Wayne Magic 
Circus. The show was presented through 
the courtesy of Allied Mills, Inc. 

@ SAMUEL M. GOLDEN, Amburgo Corp., 
Philadelphia, was an interested visitor at 
the recent International Baby Chick asso- 
ciation convention. While in Kansas City, 
he had several conferences with H.. A. 
Dyer of the W. J. Small Sales Co., pro- 
ducers of sun cured and dehydrated alfalfa 
meal. 
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Poultry 


FTER running a feed store for 15 years 

a Lackawanna, New York dealer came 
to the conclusion that there wasn't any 
money in the business and decided to 
quit. However, the feed man’s son, young 
Mathew Turley, disagreed with his father 
and asked to have a chance to try his 
hand at the business. He was only 22 
years old at the time, but today at the age 


MERCHANDISE is well dis- 
played in Mathew Turley's feed 
store. He features a full line 
of poultry remedies and sup- 
plies. 


of 29 he is the proud owner of a thriving 
feed business. 

His 1940 volume doubled that of the 
preceding year and by May of 1941 he 
had equalled his volume of last year. 
There is no secret to this healthy expan- 
sion; it is based entirely upon sound busi- 
ness principles and diversified merchan- 
dising. 

Before Mathew took over his father’s 
business he operated two trucks for the 
Maritime Milling company of Buffalo, New 
York. Today he has his brother Chester, 
age 22 and his sister Helen help him in the 
store. 
He took advantage of every opportunity 
to solicit additional business and did not 
wait for it to come to his store. His busi- 
ness soon increased to an extent which 
warranted his moving from the old loca- 
tion on a side street to the main thorough- 
fare in Lackawanna. 

Among the items which he has added to 
his merchandise are small seeds, baby 
chicks, and poultry remedies and supplies. 
These are natural and virtually essential 
accessories to the stock and trade of a 
feed dealer he thinks, and they have add- 
ed considerably to his business. 

“One of my most influential and better 
business-building services,” says Mathew 
Turley, “is the poultry health service that 
has been made available through my asso- 
ciation with Dr. Salsbury’s laboratories of 
Charles City, Iowa. 

“This was a natural development in my 
business, for I found that the principal 
problems of my poultry-raising customers 
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helps turley build 
thriving business 


were those of maintaining the health of 
their flocks.” 

Last November Mathew attended a five- 
day poultry disease school conducted by 
members of the educational staff of Dr. 
Salsbury’s laboratories, and this training 
helps him to diagnose the ailments in his 
customers’ flocks and recommend tried and 


proven aids to health and production. 

Mathew never misses an opportunity to 
extend service to his customers, for he feels 
that is the best way to increase his busi- 
ness. He maintains that no service helps 
to back up the feeds and chicks which he 
sells so effectively as his poultry health 
service. 

“When something goes wrong with a 
flock,” says Mathew, “the average poultry 
raiser is apt to blame the feed or the 
chicks. But when you get down to the 
bottom of the trouble you almost always 
find that there is some ailment in the flock 
which will lend itself to treatment and con- 
trol. By recommending treatments which I 
have found will give results I can soon 
restore the flock to a position in which it 
can respond to good feed and care.” 


MAKE CUSTOMERS FOR LIFE WITH 
THE FUL-O-PEP SAVE-ON-FEED PLAN! 


This Plan of Saving Up to 50% Feeding Pullets to Maturity 
is a Sound Way fo Build Profits and Good Will 


THE BOSS IS STRONG 
FOR FUL-O-PEP 


AND HE SURE THANKS 


RECOMMENDING IT 


HIS FUL-O-PEP 
DEALER FOR 


MWY 


ype DAY, Ful-O-Pep dealers are 
winning new customers with the 
famous Ful-O-Pep Save-On-Feed plan! 
It’s a common-sense way for your cus- 
tomers to save up to 50% feeding pul- 
lets to maturity. Of course it takes a 
quality growing mash like Ful-O-Pep 
to succeed with this restricted feeding 
program. That’s why Ful-O-Pep deal- 
ers have such a wonderful selling 
point! It works! For complete dealer- 
ship details write to, 


THE QUAKER OATS COMPANY, CHICAGO, ILL. 
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CAREFULLY SIFTED FOR 


PLAYING SAFE 

The girl about to travel alone was 
warned about the danger of talking to 
strange men. At the station when the 
conductor asked her where she was 
going she replied: “To St. Paul.” 

So he put her on the St. Paul train, but 
as the train was pulling out she leaned 
out the window and said: “Ha, Ha! I 
fooled you that time. I’m really going to 
Chicago.” 


* * * 


SOMETHING NEW 


Mrs. Smith: “I see your husband has a 
new suit.” 


Mrs. Jones: “No, he hasn't.” 


Mrs. Smith: ‘Well, something's different 
about him.” 


Mrs. Jones: “He’s a new husband.” 


Every hatcheryman and poultryman in your community 
is either a user or a good prospect for HTH-15. Around 
poultry, HTH-15 is used as a floating dry dust to guard 
against and aid in the treatment of respiratory diseases. 
HTH-15 is also used to help keep poultry drinking 
water safe and to make chlorine solutions for treatment 
of equipment and buildings. 


Stock and Sell HTH-15 


There is a steady demand for HTH-15. Constant adver- 
tising in poultry magazines has built a great, waiting 
market. There are just two sizes to stock—the 1-lb. can, 
retailing at 50c, and a 3-lb. can at $1.00. Both sizes 
are of the convenient key-opening type, with a handy 
measuring spoon packed in each can. Drop us 
a card today and let us send you more information. 


THE MATHIESON ALKALI WORKS (Inc.) 6° 4204 


NEW YORK 


Is a Floating Powder 


Applied with an inexpensive 
dust gun, HTH-15 powder gives 
all the advantages of the chlorine 
inhalant treatment without 
undesirable damp vapor. 


Humans are peculiar; after their brains 
stop growing, their heads start swelling. 


MANY A NEW ELEVATOR Will Be Built This Year 


AND MOST OF THEM WILL USE 


Trade Mark Reg. U. S. Pat. Off. 


ant you contemplate building or remodeling, it behooves you 
to take advantage of all that is modern and efficient in ma- 


terial handling equipment. As for buckets, ‘'Nu-Hy's"’ will 
outperform any other bucket and should be definitely speci- 
fied. They are shaped to permit closest possible spacing and 
they carry more at any speed. This increased capacity and 
efficiency will pay big dividends when your house is pushed 
for capacity, 


10% TO 50% GUARANTEED CAPACITY 
INCREASES 

are common on most installations, yet we 

have gone as high as 100% on numerous occa- 

sions. 

Send for Form No. 76 which will enable us 
to make an analysis of your situation and 
offer our guaranteed recommendations. This 
places you under no obligation. 


= = 

CLEAN-CUT STREAM- 
LINED CONSTRUCTION 
offe:s perfect scooping 
into grain, transforming 
impact surges into 
smooth-flowing pulsations. 


Screw Conveyor Corporation 
HOFFMAN HAMMOND} HAMMOND, IND. 


ELEVATOR BUCKETS 
PRODUCTS, 


TRADE MARK "U.S. PAT. OFFICE 


TOO LENIENT 
Parson: “Rastus, you all got to give 
something to help our church.” 
Rastus: “I’se sorry, Parson, but I can't 
give nothing right now. I owes nearly 


, everybody in dis here town.” 


Parson: “But don’t you think you owe 


FEED DEALER CONSUMPTION the Lord something too?” 


Rastus: “Yes sir, I shuh does, but He 
aint pushin’ me like my other creditors is.” 
DISAPPOINTED 

Sandy: “Say, didn’t you promise me a 
ham last week?” 
Mac: “Aye, and that I did neighbor.” 
Sandy: “Well why didn't I get it?” 
Mac: “Well how was I to know that 
sick hog was going to recover?” 
* * * 


IGNORANCE IS BLISS 

Feed Dealer's Son: “Dad, who was 
Hamlet?” 

Feed Dealer: “You ought to be asham- 
ed of your ignorance. Go bring me the 
Bible and I'll look him up for you.” 

* * * 


A true music lover is a man, who 
upon hearing a soprano in the bathroom, 
puts his ear to the keyhole. 

* * * 


SURE CURE 

Daisy: “What's the best way to get a 
wart off your hands?” 

Maisy: “Either shoot him or marry him.” 

* * * 

It may be true that you can’t make a 
silk purse out of a sow’s ear, but a silk 
stocking certainly improves a calf. 

* * * 
GREAT MEMORY 

Teacher: “What was George Washing- 
ton best known for?” 

Johnny: “His memory.” 

Teacher: “What makes you think he 
had such a good memory?” 

Johnny: Well, they erected a monument 
to it didn't they?” 
* * 

QUIET WORKMAN 

“Painter, are you working?” she called 
for the third time, from the foot of the 
stairs. 

“Yes, ma’am,” the painter replied. 

“I can't hear you working.” 

“Good night ma’am,” he exploded, “did 
you think I'd be putting it on with a 
hammer?” 

* * * 
TELLING TALES 

Mother: “Now, Willie, go right in and 
get acquainted with your new nurse and 
give her a nice kiss.” 

Willie: “Oh, yeh, and get my face 
slapped like Daddy did?” 

* * * 


Some people have no respect for old 
age unless it is bottled. 
* * * 

POOR PAPA 

‘Jimmy, I wish you'd learn better table 
manners; you're a regular little pig at the 
table. 

Jimmy looked up rather blankly but 
didn't say a word so the father added: 
“I say, Jimmy, do you know what a pig 
is?” 

“Yes sir,” replied Jimmy meekly. “It's 


: : a hog's little boy.” 
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Good Merchandising 
Vital He Believes 


The success of any business whether it 
be a small retail feed mill or a large 
wholesale feed manufacturing plant de- 
pends to a large extent upon a planned 
merchandising program according to the 
theory of Forrest Lipscomb, executive vice 
president of the Lipscomb Grain & Seed 
Co., Springfield, Mo. 

Lipscomb is an old name in Missouri. 
Folks have known it ever since 1898 when 
Caleb Lipscomb, Forrest Lipscomb’s father, 
started selling feed in Liberal, Mo. Al- 
though his entire assets at that time were 


FORREST LIPSCOMB 


$75 in cash, four children, and a bad case 
of sciatica, by 1915 he was able to move 
his business to Springfield and make 
quite a name for himself in the feed 
business. 

In 1923 he built a $50,000 warehouse 
along the adjoining tracks of the Missouri 
Pacific and Frisco railroads and estab- 
lished the Lipscomb Grain & Seed Co. 
where it stands today. This building, great- 
ly added to during the intervening years, 
has come to house at the present time one 
of the largest feed manufacturing plants 
in southern Missouri and the most modern 
in Springfield. 

Forrest Lipscomb, past president of the 
Missouri Grain Feed & Millers association, 
serves as executive vice president and sec- 
retary of the firm. Leland Lipscomb, Liber- 
al, Mo. is president. 

Advertising is an integral part of the 
company’s merchandising policy and each 
week day the Lipscomb’s broadcast a 15 
minute radio program on poultry manage- 
ment, direct from their experimental farm 
on the outskirts of the city. Five days a 
week the firm also sponsors a radio inter- 
view with farmers marketing stock at the 
Springfield stockyards. At the conclusion 
of the broadcast each farmer interviewed 
is presented with a trial bag of supplement. 

@ CHAMPAIGN COUNTY SEED CO., St. 
Joseph, Ill., is building a new addition to 
its plant west of the city on Lincoln St. 
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@ W. FENTON JONES, 41, Des Moines, 
Iowa, manager of the meal sales depart- 
ment of Spencer Kellogg & Sons, Inc., died 
July 27. Death occured as the result of a 
heart attack which Mr. Jones suffered 
while driving to his office in his car. 
© 
@ DAVIS BROS. feed store, Ashland, Ky., 
suffered $10,000 damage as the result of a 
fire of undetermined origin July 20. 
@ HARRY G. COWAN, Minneapolis, Minn., 
district manager for Spencer Kellogg & 
Sons, Buffalo, N. Y., was recently presented 
with a gold service pin set with a ruby in 
recognition of his 35 years of service with 
the company. The presentation was made 
by Howard Kellogg, Sr., president of the 
firm. 


NATL. DEFENSE 
PORK PROGRAM 


@ RALSTON-PURINA CO., St. Louis, Mo., 
will soon start construction on a $325,000 
soybean mill and feed plant at Iowa Falls, 
Iowa. The contract has been let to the 
Jones-Hettelsater Co., Kansas City. 


——— -- 
SUMMER OUTING 

The Chicago chapter of the Society of 
Grain Elevator Superintendents held its 
first annual golf tournament and picnic 
July 12-13 at Twin Lakes, Wis. Thirty-four 
members and their families attended the 
outing. Prizes for the golf tournament were 
donated by William H. Radke, manager 
of the feed department of Corn Products 
Sales Co. Highlighting the variety of 
amusements and recreation on the pro- 
gram was the famous badger fight in the 
infamous “Red Barn.” 


BOOMS 


MINRAL MEAT MEAL 


DEALER PROFITS! 


Today’s speed-up, price-up hog boom 
has put Sargent Minral Meat Meal 


dealers into the BIG MONEY. 


Corn-Hog farmers are buying this easy- 
feeding, pork-building mineral and protein 
supplement in bigger volume than ever be- 
fore. And here’s why: 


Minral Meat Meal gives hog feeders BOTH 
minerals AND proteins in one bag —one 
low price. It’s a 2 for 1 value -—ready- 
mixed to balance the grain ration. 


It feeds twice as far as tankage. Sells at 
less than ordinary mineral prices, and makes 
the dea'er a fancy profit and a BIG volum>. 


INVESTIGATE THIS PROFIT DEAL. 
Get our Minzral Mea: Meal proposi‘ion and 
cash in on the bumper fall scason ahead. 
Write for details today—-or ask your 
Sargent salesman. 


SARGENT & cO., Des Moines, lowa 


Half a Century of Reliable Quality 
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— feed week 


(Continued from Page Seventeen) 


poster is very timely. Already the govern- 
ment is starting a drive to influence farm- 
ers in raising more farm animals and giv- 
ing them better feed and practice better 
feeding methods in order to get maximum 
results. Food is an important commodity 
in times such as these and the feed man 
and the farmer are playing an important 
part. 

With this in mind, National Feed Week 
becomes of greater importance than ever 
before. Make your plans now to partici- 
pate in this great event when the days of 
October 20 to 25 roll around. 


SOY BEAN DAY 

The University of Illinois college of agri- 
culture will sponsor a celebration Sept. 25 
to be known as Illinois Soy Bean day. 
The event will mark the first 10 year period 
in the history of soy beans as a new and 
now highly important industrial crop. The 
Illinois Agricultural association which was 
active in helping pioneer the use of soy 
bean oil in paints is cooperating in the 
celebration. 

@ GEORGE C. SETTZO, 55, treasurer of 
the S. Howes Co., Inc., Silver Creek, N. Y., 
died July 8. He had been associated with 
the feed and grain cleaning machinery 
firm for over 23 years and was formerly 
connected with the Huntley Mfg. Co., Broc- 
ton, Y. 


FOR EGGS...!. 


AND 


31* FOR BUTTER | 


A Call for PRODUCTION 
is a Call for PURINA 


PURINA MILLS, 1601 Checkerboard Sq., St. Louis, Mo. 


W. A. Hottensen 
Called by Death 


W. A. Hottensen, 59, prominent in grain 
circles for many years and president of the 
W. M. Bell Co., Milwaukee, Wis., died 
Aug. 5 at Columbia 
hospital. 

Mr. Hottensen had 
been associated with 
the Bell Co. for over 
40 years and a mem- 
ber of the Milwau- 
kee Grain & Stock 
exchange since 1903. 
He had at one time 
or another held al- 
most every office on 
the Exchange and 
served as its presi- 
dent in 1926 and ‘28. 

Born in Germany Mr. Hottensen came to 
the United States at the age of five and 
lived at Green Bay, Wis., until moving to 
Milwaukee in 1898. He was a 32nd degree 
Mason. 

Survivors include his wife, three sons, 
William, Wallace and Robert, and two 
sisters all of Milwaukee. Funeral services 
were held Aug. 7 with burial at Forest 
Home cemetery. 

@ JOHNSON BROS. FEED MILL, Shenan- 
doah, Iowa has recently installed a large 
motor driven Clipper grain and seed 
cleaner. 


W. A. Hottensen 


@ JERRY SHERWOOD, Toledo, Iowa has 
taken over the quarters formerly occupied 
by the Members Service Co. where he has 
opened the Sherwood Feed & Seed store. 

@ MORNES FLOUR & FEED CO., Grand 
Rapids, Minn., has taken the agency for a 
well-known brand of farm implements and 
tractors. 


@ JOE SCHAFER, Springfield, Ill., founder 
and president of the Schafer Grain & 
Livestock Feed Co., died recently following 
a short illness. 

@ INER DANELSON, Stanwood, Iowa has 
severed his partnership with Robert Domer 
and will open a new feed business in the 
Virgil Hill building. 

@ CHARLOTTE MILLING CO., Charlotte, 
Mich., has been sold by Otis R. Shupp to 
a group of four Mason and Jackson busi- 
ness men. The new owners are Leland S. 
Markley, president; Edward Hetherwick, 
vice president; G. Hayes, secretary and 
Everett Garnette, treasurer. 


COWS IN ZOO 

No longer will youthful New Yorkers 
have to travel miles out into the country 
to see a cow. The New York Zoological 
Park, the Bronx, has just added both beef 
and dairy cows to its collection of rare ani- 
mals and birds. The cows were placed 
in individual rail enclosures adjacent to 
the kangaroo house. The zoo. hopes 
eventually to erect a typical dairy farm 
exhibit where the cows will have a perma- 


@ Gi vent home. 
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Geed Men 


TRONG opposition to the federal gov- 

ernment’s plan to store reserve sup- 
plies of milled feeds on farms in north- 
eastern United States was voiced at a 
conference of the executive committee of 
the Eastern Federation of Feed Merchants 
held last month at Oneonta, N. Y. 

The plan which was proposed to avoid 
possible feed shortages that would hamper 
efforts to increase dairy, poultry and live- 
stock production required by the national 
defense program is to be initiated in the 
state of New York and adjacent areas by 
the Grange League Federation Exchange, 
Inc., a cooperative. 

Under this arrangement the Commodity 
Credit corporation and Farm Credit ad- 
ministration will loan the GLF funds with 
which to purchase feedstuffs for the manu- 
facture of 150,000 tons of live stock rations. 
This surplus will then be distributed to the 
30,000 purchasing members of the coopera- 
tive who will provide the necessary stor- 
age space on their farms. The cooperative 
will deliver the feed to the farmer without 
cost. The CCC will guarantee GLF against 
any declines in the market between the 
time feed goes into storage on the farm 
and the date it is released. The farmer 
who participates in the plan must agree 
to keep a specified surplus of feed on his 
farm and buy his day-to-day needs as 
usual in order to keep his reserve up to 
quota. He must also agree to rotate the 
feed always using the oldest on hand. In 
case a farmer decides to terminate the 
agreement GLF must take back the surplus 
and find another farmer who is willing to 
store the additional feed. 

All this surplus in each area would be 
owned by GLF under its master loan from 
the Bank for Cooperatives. Goal of the 
program is the maintenance of a three- 
months supply of feed on farms. Grain 
other than owned by the CCC can be used 
in the plan only if it can be purchased 
more cheaply. 

Private feed distributors may employ this 
surplus storage plan provided the need for 
the plan in their area can be demonstrated 
to the CCC and the United States depart- 
ment of agriculture. Independent feed 
firms would also have to show a definite 
demand for the plan on the part of their 
producer-customers. 

In the case of private distributors how- 


@ SNYDER lumber, coal and feed plant, 
Cottekill, N. Y. was destroyed by fire July 
21. Harry Snyder, owner, estimated dam- 
age at over $75,000. The fire is believed 
to have been started by spontaneous com- 
bustion in the grain elevator. 

@ PERCY BARTLETT, Mt. Vernon, Ind., 
has been named assistant manager of 
the Mt. Vernon Feed & Seed Co. 


@ HAIGHT & LAIBLE, Freeport, Ill., have 
installed a new front and made other im- 
provements to their three-story feed store 
on Stephenson St. 
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storage plan in 
eastern states 


ever the Bank for Cooperatives could not 
make them loans and they would probably 
have to provide their own financing to 
cover the cost of surplus feed placed on 
farms. Any profits over a specified amount 
would have to be distributed to the farm- 
ers participating, on a patronage basis. 


MONEY 


As outlined in a statement by President 
Austin W. Carpenter, the executive com- 
mittee of the Eastern Federation maintains 
that the plan is pre-eminently unfair in 
that it gives GLF financing by a govern- 
ment agency while denying such aid to 
independent retail feed men. It also gives 
patrons of the cooperative an advantage 
over customers of independent feed deal- 
ers. In view of these reasons the commit- 
tee maintains that the program sets up and 
establishes unfair competition for private 
feed merchants in competition with GLF. 

The Federation urges its members and 
all other feed men to write or contact their 
congressmen and senators pointing out the 
unfairness of the issue and urging steps to 
correct the plan. 


MAKERS 


FOR DEALERS 


GR 


the facts. 


YOUR SUPPLY 


for Dips, Sprays, Insecticides, 
Livestock Remedies 


A COMPLETE LINE of profit-makers for you un- 
der the famous Corn King brand. D 
ers, disinfectants, and popular livestock remedies that 
are easy to handle, make you a fine profit and fit 
right into your business. Somebody is selling these— 
why not you? Drop us a line, get our list and prices. 


Same-day service on all orders. 


THE SHORES CO. 


Mineral Feed 


Over 6,000 dealers are now han- 
dling this popular mineral in the 
United States and Canada—there 
must be a reason. Popular-priced 
for VOLUME business; low 
costs that make YOU a nice 
profit against any and all min- 
eral competition. A steady re- 
peat business that grows and 
OwsS. 


ips, Sprays, worm- 


F ifty convenient warehouse stocks to give you fastest 
service. Ask your dealer friends; get our proposi- 
tion; line up with Corn King this season. Write for 


CEDAR RAPIDS, IOWA 


— 
| 
VAN 
— 
HOUSE 
f 
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BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asour sacs! 


(Quoted from a Customer's letter) 


“We wish to say we certainly 
appreciate your fine spirit of 
fairness, and this is the “clinch- 
er’ in our faith in the Werthan 
Bag Corporation.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


——Better Built Bags— 


& 

MALT SPROUTS 

BREWERS’ GRAINS 
@ 

MILK POWDER 


FEEDING BARLEY 
then talk te 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


wan the heat? 
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FEED MIXERS 


Save Money, 
Increase Profits! 


You can save money by in- 
vesting in a Sidney KWIK- 
MIX mixer ... the favorite 
in hundreds of mills. Fast, 
quiet, economical to operate 
. available in several 
sizes. Models to fit your 
need in either motor driven, 
flat belt or V-belt types. 


Manutacturers of: 


Corn Crackers and Graders 
Grain and Seed Cleaners 
Electric Truck Hoists 

Ear Corn Crushers 

Corn Shellers 

Feed Mixers 

Elevators, etc. 


Write today for catalog! 


THE Sidney GRAIN MACHINERY CO, 


“Manufacturers for over 75 years” @ SIDNEY, OHIO 


New .. . 20th Edition 
FEEDS and FEEDING 


By F. B. Morrison 


O person engaged in producing or 

handling feeds can afford to be 
without the 20th Edition of FEEDS 
AND FEEDING. It is the greatest and 
most practical compilation of information 
on livestock feeding and nutrition ever 
issued. The new edition has been com- 
pletely rewritten and contains nearly 300 
pages more than the old book, including 
an entirely new chapter on proteins, min- 
erals and vitamins. 


Get your copy of FEEDS AND FEEDING 
direct from The Feed Bag by mailing your 
check for $5.00. For $6.00 we will include a 
year’s subscription to The Feed Bag plus The 
Feed Bag Annual. You save a dollar. Order 
today. 


Che feed Bag 


Milwaukee, Wisconsin 
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=<baby chick show 
(Continued from Page Twenty-three) 


with the topic “Food for Defense” on the 
morning program while in the afternoon, 
group meetings took up the topics of 
broiler and starter chicks, improved breed- 
ing methods, hatchery management, flock 
selection and a sales plan for selling in 
the hatchery. 

The same afternoon there was a 
style show for the ladies which attracted 
a large crowd. Latest gowns were shown 
on living models while a string ensemble 
added atmosphere for the occasion. 

Other features on the Wednesday pro- 
gram were a cooking demonstration by 
Kathryn Bele Niles, Poultry and Egg Na- 
tional board, a radio playlet dramatizing 
the development of the hatchery industry, 
conferences of the National Turkey federc- 
tion, U. S. poultry extension officials, poul- 
try and Egg National board, Collegiate 
Poultry club and the American Poultry 
association. 


Novel Exhibit 


Pictured above is E. T. Cashman, adver- 
tising manager of the Hubbard Milling Co., 
Mankato, Minn., with the Chinese incuba- 
tor the firm had on display at the Inter- 
national Baby Chick Show, July 22-25 at 
Kansas City, Mo. 

The incubator was used to hatch chicks 
in the year 2000 B.C. and in some parts 
of China this type of incubator is still be- 
ing used. The unit consists of a mud bar- 
tel with the eggs placed in a triangular 
receptacle and then covered by straw. 
Under the eggs a charcoal fire burns. The 
incubator attracted a great deal of atten- 
tion at the convention. 


MORE pictures from the |. B.C. A. Top row, left to right, A. G. (Chick) 
Philips, Allied Mills, Inc., acts as if there are going to be some changes 
made on the Allied baby doll; D. D. Slade, Lexington, Ky., watches a 
demonstration by W. J. Brower, Brower Manufacturing Co.; second row, 
Clay Hedrick, General Distributing Co., writes an order; C. W. Sievert, 
American Dry Milk Institute, puts the finishing touches on his booth; 
third row, many persons enjoyed the mind reading team furnished by 
Nutrena Mills, Inc.; H. G. West, Houston Milling Co., Houston, Tex., 
kneels to the Ultra-Life chick while E. C. Andrews watches; fourth row, 
H. E. Patterson, Anderson Box Co., conducts their spelling bee; three 
salesmen for Atkins & Durbrow, Inc.—R. M. Shoop, Gilbert Wood and 
J. B. Carpenter; last row, G. S. Lambert, Danville, Ill., "Shorty" Funk 
and Bob Hammer of Consolidated Products Co.; Lloyd S. Larson, Lloyd 
S. Larson Advertising Service, inspects the |. B.C. A. silver jubilee birth- 
day cake. Other pictures on page 23. 


THE FEED BAG — August, 1941 


Disease control, legislation and feeding 
and nutrition problems occupied the spot- 
light at the Thursday sessions followed by 
the 25th anniversary banquet of the I.B.C.A. 
in the evening. At the banquet guests 
were entertained by a first-class floor 
show followed by dancing. 

The convention concluded Friday atfter- 
noon with an important priorities confer- 
ence. Present at the meeting were manu- 
facturers of poultry supplies and equip- 
ment along with government officials. The 
purpose of the conference was to empha- 
size the importance of poultry in the “food 
for defense” program and to help get 
priorities to enable manufacturers of poul- 
try equipment and supplies to obtain ne- 
cessary materials. 

One thing particularly noticeable at the 
1.B.C.A. was the apparent optimism of all ’ 
in attendance. Feed manufacturers, ingre- 
dient men, hatchery operators, feed dealers 
and all connected with the industry look to 
the next few years as periods of excellent ‘ 
business. 

One of the features of the four-day af- 
fair from the viewpoint of the ladies was 
the generous hospitality of I. D. Russell of 
the I. D. Russell Co., Kansas City. Mr. 
Russell played host to 700 ladies at a 
luncheon at the President hotel and his 
efforts were much appreciated. 

Fred Cockell, Milwaukie, Oregon, was 
named president of the I.B.C.A. at a meet- 
ing of the board of directors. J. Turner 
Mills, McNabb, Ill., was elected first vice 
president; Dr. E. E. Boyd, Stafford, Kan., 
second vice president, and D. D. Slade, 
Lexington, Ky., re-elected secretary-trea- 
surer. L. E. McConkey was elected to the 
chairmanship of the finance committee and 
Reese V. Hicks, was reappointed executive 
secretary. New Orleans was chosen as 
the convention city for 1942. 

Reports of Secretary Hicks were received 
at a directors meeting held August 21. 
Officers of the association were present 
and in addition the following state direc- 
tors attended: 

E. A. Nisson, California; W. A. Lundy, 
Georgia; Oscar Dunlap, Idaho; Herbert C. 
Helm, Illinois; Noel Shaver, Indiana; W. S. 
Grotewold, Iowa; E. E. Boyd, Kansas; 
Wayne Foust, Kentucky; J. H. Birdsong, 
Louisiana; A. J. Hannah, Michigan; L. L. 
Baumgartner, Minnesota; J. C. Long, Mis- 
sissippi; Otto C. Kircher, Missouri; Dent Z. 
Holcomb, Nebraska; L. H. Hiscock, New 
York; H. H. Hogan, Oklahoma; Charles H. 
Price, Pennsylvania; Marc Merryfield, Ten- 
nessee; A. H. Demke, Texas; Carl J. Ellis, 
Wisconsin, and Elmer H. Wene of New 
Jersey. 
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I the event that we should install a 
diesel engine in our feed plant how 
much fuel would it consume? 

It is an important question that is too 
often “side-stepped” by salesmen who are 
afraid of committing themselves. They 
reply, “It all depends upon the size re- 
quired”, or words to that effect and the 
prospective user is mystified by the in- 
tricateness of the situation. As a result the 
prospect becomes “afraid” of diesels. 

This writer has therefore made an effort 
to answer the above question definitely. 
He has gathered data on fuel consumption 
by modern diesels of numerous sizes and 
has prepared the following table. This 
tells at a glance what good diesels are 
doing today, the horse power varying from 
the smallest sizes up to 3000 h.p. 


Horse power Pounds of Fuel used 


of Diesel Per H. P. Per Hour 


Diesel Engine 


Thus for instance if your requirements 
are very small—5s0 h.p. or even less—you 
can figure on a fuel consumption of 0.45 
lb. per h.p. per hour with a modern engine. 
If you need a 100 h.p. diesel the consump- 
tion wili be about 0.42 lb. per h.p. hour. 
The table shows that with increase in 
engine size the fuel consumption improves 
rapidly from the smallest sizes to 260 h.p. 
From 260 to 1000 h. p. the improvement is 
less rapid, and from 1000 to 3000 horse 
power the improvement is very slight be- 
ing practically 0.39 lb. per h.p. per hour 
for all of the sizes in that range. 

Should you want to determine the effi- 
ciency of any engine size, with any fuel, 
multiply the B. T. U. value of the fuel per 
pound by the number of pounds per h.p. 
per hour and divide the product into 2546. 


POTASSIUM 
POTASSIUM 
POTASSIUM 


IODIDE MIX 


MIX 


MIX 


@ An intimately blended and milled combination of 
90% Potassium Iodide U.S. P. with Calcium Car- 
bonate and Calcium Oxide. Protected by U.S. Patent. 


PFIZER 
QUALITY 


CHAS. 


81 MAIDEN LANE, NEW YORK, N. Y. 


Manufacturing Chemists 


PFIZER & CO., INC. 


A stable, very finely divided Powder, bulky and free 
running, thus assuring uniform distribution and a 
uniform ration of Iodine in your feeds. 


Write for Sample and Circular 


444 W. GRAND AVE., CHICAGO, ILL. 
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Order a Mixed Car of 


Golden Loaf Flour 


(The Flour with the Vim and Pep left in) 


Bran ana Middlings 


TENNANT & HOYT Co. 


Clligher in Protein) 


LAKE CITY, MINN. 


fuel consumption 
shown by tables 


As an example, if the fuel contains 
20,000 B. T. U. per pound and you will re- 
quire a 500 h.p. engine, the table shows 
that you must multiply 20,000 by 0.40, 
which gives 8,000 as the product. Now 
divide 2546 by 8000 and it will be found 
that the engine will have an efficiency of 
31.8 per cent, which is a high efficiency as 
compared with most engines of other types. 
It means that 31.8 per cent of the heat 
contained in the fuel will be converted into 
work. Even at 0.45 lb. of fuel per h.p. per 
hour, other conditions being the same, the 
efficiency will be 28.3 per cent, which is 
a high efficiency for any engine. 

The above figures relate solely to diesels 
that are carrying 100% load, which means 
that conditions are best for minimum fuel 
consumption. However, since diesel en- 
gines are commonly operated at less than 
full load, it is also important that prospec- 
tive users should know what the fuel con- 
sumption at such loads will be. 

Under average conditions, using the good 
diesels mentioned above, the writer offers 
the following figures as being applicable. 


Percent Multiply the Figures 
of Load in the Above Table by 


Thus for example if you should be con- 
templating a 100 h.p. diesel, and if it is 
quite possible that the engine will be oper- 
ating at 25% of full load most of the time, 
as is not at all uncommon in practice, the 
fuel consumption at that load is obtained 
by multiplying the 0.42 in the first table by 
the 1.536 in the second table. As a result 
we have 0.52 x 1.536 = 0.645. 

In other words, the fuel consumption will 
be approximately 0.645 of a pound per 
horse power per hour, or, 64.5 pounds per 
hour for the engine since it will be a 
100 h.p. engine. 
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HENS LAY MORE EGGS 

Farm hens laid over four billion eggs in 
June, the largest production for the month 
since 1930 according to a report of the 
United States department of agriculture. 
More eugs were laid per hen than in any 
previous June of record. Prices received by 
farmers for eggs were also very favorable 
during this period. The average price of 
23.2 cents on June 15 was the highest for 


the past 12 years the report revealed. 


e@ W. FRANK BISHOPP, Sheldon, Ill., has 
reopened the Bishopp Elevator and feed 
store which has been closed for several 


years. 


e@ VON WALD & ELSING FEED MILL, 
Prairie Du Sac, Wis., has installed a new 
Kelly-Duplex feed mixer. 


indicated. 


41% Protein 
Guaranteed 


Prepare Now for the Fall Demand 


In another month or so, feeding for egg production 
will begin in earnest with the new crop of pullets 
starting to lay. The Government has called on 
poultrymen to meet defense needs with extra pro- 
duction, and a heavy demand for laying mashes is 


Poultry and turkey feeders want mashes containing 
i CORN GLUTEN MEAL because they are familiar 
with Experiment Station results which have proved 
the value of this ingredient. 
tising of DIAMOND CORN GLUTEN MEAL in farm 
and poultry papers is sustaining and broadening 
this intelligent demand. Give feeders what they're 
asking for by including DIAMOND in your full line 
of poultry and turkey rations. 


CORN PRODUCTS SALES CO. 


NEW YORK @ CHICAGO e@ = KANSAS CITY 


DIAMOND CORN GLUTEN MEAL 


@ SCHULTZ SEED CO., Dieterich, Ill., is 
building a new warehouse addition which 
is expected to be ready for use next month. 


@ ERNEST EGGERS and Paul Bohlken, 
Prescott, Wis. have purchased the feed 
mill formerly operated by Lester Hilde- 
brandt. 

@ HERMAN DEUTSCH, Deutsch & Sickert 
Co., Milwaukee, is a real summer Santa 
Claus according to Miss Doris Hansen of 
the Enterprise Feed Co., Woodsworth, Wis. 
She sold Mr. Deutsch a ticket to the Black 
& White show recently held at the farm of 
her father, Harry Hansen, and in buying 
the ticket Mr. Deutsch said: “If I win any- 
thing, you may have it.’ Much to her sur- 


prise, he won a prize Holstein calf which 
now belongs to Miss Hansen. 


Our extensive adver- 


“VITAND-400” 


Peak Quality Vitamin A and D Oil 
400 D (AOAC) 2000 A (USP) Per Gram 


NAPTHOLE, Inc. - 
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You should mix 


IT’S A 
STEP TO PROFITS 


Do your growing 
and laying mashes stack up 
against competition in both 
price and performance? If they 
don’t, look to your ingredients. 
Many a progressive mixer has 
learned that a substitution here 
and there can step up mash 
efficiency. And many smart 
mixers have already learned 
that Produlac Dried with its 
valuable yeast content was one 
ingredient that could effect 
worthwhile changes in mash 
efficiency and cut costs at the 
same time. Their findings have 
been fully confirmed through 
scientific tests which have dem- 
onstrated that Produlac Dried 
can replace dried skim milk, 
for example, in amounts up to 
100%. There’s a saving right 
there! Why not profit by the 
experience of others? Why not 
take this step to profits which 
sO Many mixers now regard as 
elementary ? 

FEED DEALERS: Send for 
a supply of new Produlac 
Dried folders NOW to Dept. 
B, Grain Products Division, 


National Distillers Products 
Corp., 120 Broadway, N. Y. 


DOES NOT CAKE NOR HARDEN 


BRAND 


ISTELLERS GRAINS WITH SOLUBLES 


MW. 
| 
CORN GLUTEN MEAL 
Bac: 
e490 


— worrisome risks 


(Continued from Page Seven) 


tirely a part and parcel of trans- 
forming your credit business into a 
cash basis, Mr. Gratz pointed out. 
The delinquent farmer mentioned 
earlier in this article, for example, 
was not forgotten in the five years 
that he refused to pay his bill al- 
though he hadn't been in to buy a 
dime’s worth since he contracted the 
debt. Just a few days ago this farm- 
er received a printed legal form 


Swift & Company 


CHAMPAIGN, ILL. 
CAIRO, ILL. 
DES MOINES, IOWA 
FOSTORIA, OHIO 


Phone, Write, or Wire 
for prices. 


titled: “Final demand for payment 
of debt”. It was duly sealed, signed 
and counter-signed and gave notice 
of suit unless paid in full within 30 
days. 

“The farmer came bouncing in 
and begged not to be sued,” said 
Mr. Gratz. “He expressed his shame 
for letting the debt ride along prom- 
ised faithfully to pay in full from a 
sale of his potato crop. To show 
his good faith he delivered a few 
bushels of potatoes to apply on the 
old account and swore on both 


field-fresh 


high carotene 


DEHYDRATED 
ALFALFA 
MEAL 


and all grades of 
sun-cured meal 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLO. 


Merchants Exchange 
ST. LOUIS 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


CLO-TRATE PRODUCTS 


Fortified Cod Liver Oil & 
Vitamin A & D Feeding Oils 


“ALL YOUR NEEDS IN GRAIN OR FEEDS” 


Sunset Feed & Grain Co., Inc. 


e FEED JOBBERS e 


Distributors of: 


Hubinger (Keokuk) 
Corn Gluten Feed 
Kellogg's Hominy Feed 
Chenango Dried Whey 
Wheat Germ Oil 
Wheat Germ 


WRITE US FOR FURTHER INFORMATION 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


SUNSET BRAND FEED 
(an exclusively milk product) 
High in flavin, milk albumen, 
and milk minerals. 


hands he'd pay in full inside of 30 
days. I know he’s got the potatoes 
and I'm positive he'll come in and 
pay. It has worked that way with 
others, and incidentally they are 
again our customers—on a cash 
basis. 


“The method works equally well 
with delinquent store keepers. A 
grocery store owed a sizable bill 
for feed and flour. He sold out and 
did not pay the debt. He ignored 
all letters and was never at home 
when I called to collect. I think he 
always saw me coming. Finally 
our salesman whom the debtor did- 
n't know, got in, then the man ex- 
plained that the new buyer was 
supposed to pay the account. She 
knew nothing about it and refused 
to pay. One of the forms was 
mailed. She acknowledged the 
debt and agreed to pay it off by 
the month to avoid suit. We buy 
these forms from a reliable collec- 
tion agency in lots of 25 or 30 at 
15 cents apiece. They are worth 
it. These are the quickest inspira- 
tion for delinquents to come in and 
settle up we ever used. If the 
debtor actually. can’t pay within 
the prescribed time limit, we get a 
secured note with 6% interest. 

“Putting the business on a cash 
basis was not a difficult thing to do. 
It required only patience, logical 
explanations to each customer re- 
gardless of his financial status and 
record for paying bills, and a firm 
determination to stick to our guns. 
The program has helped our busi- 
ness in more ways than one—elim- 
inated losses, gave us working cap- 
ital for taking our cash discounts 
and actually increased our sales by 
bringing many former delinquents 
back as regular customers. We like 
the cash basis because it works.” 


NS 


603 Metropolitan Life Bidg. 
MINNEAPOLIS, MINN. 


DRIED MILK 
MILLFEEDS 
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This is a good time of year to get rid of the odds and ends 
around your store. An eastern feed dealer found that the grab- 
bag idea still appeals to many people. He wrapped up slow- 
moving and shopworn items in neat packages and tossed them 
in a big barrel. Customers were allowed to take their choice for 
25 cents. Original retail price of the merchandise ranged from 
50 cents up to $1.50. Most of the buyers were pleased with their 
bargains and in a few days the barrel was empty. 


Cleanout Sale 


A variation of the cleanout sale may be made by piling the 
merchandise on a counter or table and offering all items at a 
10 per cent reduction. The idea is to keep cutting the price 
another 10 per cent each day until all the merchandise has been 
disposed of. While you may not make much or perhaps not 
any profit on a sale of this kind you will be able to get rid of a 
lot of slow-moving stock. It may surprise you if you figure up 
the amount of money you have tied up in merchandise of this 
type. 


Good Will Truch 


A Wisconsin dealer has obtained a lot of good will in his 
community by offering the use of his truck to farm groups, 
4-H clubs, mothers’ clubs and other responsible organizations. 
Whenever any of these groups are staging a picnic, play or 
other entertainment they know they can always obtain the loan 
of the big feed truck without charge. As a rule the parties using 
the vehicle put in their own gas and oil but generally the dealer 
supplies the driver. Often he drives himself. He had a number 
of removable benches made up which are installed when trans- 
porting passengers to picnics, football games etc. He thinks it 
is good advertising and claims it makes him lots of friends. The 
truck is always kept cleaned up with the dealers’ name neatly 
lettered on the side. 


Jmitator 


Of course all feed men can't be performers but an enterprising 
dealer in Missouri finds himself much in demand for entertain- 
ment at meetings of farm groups, school programs etc. His 
natural ability to mimic farm animals plus a little practice have 
won him quite a reputation as an imitator. Whenever he puts 
on a performance he always manages to get in a plug or two 
for his own brand of feeds. He puts this over very effectively 
by imitating a conversation between Robert Rooster and Donald 
Duck. | 


Wedding 

It's the little things in life that count most according to one 
mid-west feed dealer. He makes a practice of sending a credit 
slip for $5.00 in trade to every newly-married couple in the 
community who are going to be engaged in farming. He charges 
the cost up to advertising and says it is well worth-while. The 
young farmer usually becomes a steady customer at the feed 
store and the idea also makes a hit with the couple’s parents 
and friends. 
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FEED DEALERS! 


Be Profit-Wise = Jersee-ize 


A-B-C-D-EéEG 


Make More Money — Get and Hold More Customers. 
JERSEE-Ize—it's the success secret used by hundreds of 
Mills, Elevators and Feed Stores for mixing their own line 
of feeds—feeds that give better results and sell easier. 


With our plan you Jersee-ize your feeds with Jersee 
Balancer—a High Potency, Double Seal, Vitamin Con- 
centrate with added minerals. A PLUS value Concentrate 
that goes twice as far as any other vitamin concentrate. 


You Make Up to $20.00 a Ton 
More Profit with Our Plan 


You control the trade in your locality. Our free dealer 
service is outstanding in its completeness. Formulas, 
double seal tags, registration papers, posters, folders, cir- 
culars, newspaper mats are all part of our service to you. 


Write today about our plan of mixing your own line 
of feeds that are geared for profits and results. 


The JERSEE CO., Minneapolis, Minn. 


. . . to provide your poultrymen with EGGO, the 
premium fish meal that sells at a non-premium 
price? 

Feed dealers throughout the United States report 
increasing profitable trade in EGGO with satisfied 
poultrymen. 

EGGO is made from fresh, whole California Sar- 
dines and is rich in proteins, vitamins, and min- 
erals. BOTH OLD AND NEW CROP AVAILABLE. 


If it's Pacific Coast Fish 
Meal, we have it. 
Sardine — Herring — 
Pilchard — Tuna — 
Mackerel — Steam 
Dried— Vacuum Dried 
— Flame Dried 


THIS TAG IS YOUR | 
GUARANTEE OF QUALITY 


R. J. ROESLING & co. 
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24% California San Francisco 


—for You and 
Your Customers, 
—when the bag 
carries the 
2 Big Red Letters 

D)-“Aiso Wheat Germ 


Oil (Vitamin 


Vitamin potency prolonged by 

Exclusive Patented Process. 
Get the full benefit of Conkeys nation- 
wide advertising. Poultrymen are hear- 
ing and reading the exclusive Conkeys 
Y-O story on the radio and in leading 
Poultry and Farm Papers. Lay in a stock 
of these vitalized feeds and see how easy 
it is for both you and your customers 
to profit from them. Write Today for 
Conkeys Liberal Dealer Proposition. 


The G. E. CONKEY CO. 
6761 Broadway, Cleveland, Ohio 
Mills and warehouse stocks at convenient centers 


Y- for Non-fermenting 
Brewers’ Yeast 
(Vitamins B and G). 
Q-fer Cod Liver Oil 


SELL (onkeys- THE YEAR ‘ROUND PROFIT LINE 


ESTABLISHED 1889 


FREDMAN BAG CO. 
MILWAUKEE, WIS. 


@ CHARLESTON ELEVATOR, Charleston, 
Ill., owned by Edward Whalen Jr., collaps- 
ed last month spilling thousands of bushels 
of grain, wheat, soy beans and shelled 
corn onto the ground. 

@ JOHN W. WILSON, 61, Charleston, 
W. Va., secretary-treasurer of the Charles- 
ton Milling Co., died last month. 

@ D. BAILEY BRANDT, 73, Harrisburg, Pa., 
for many years president of the Paxton 
Flour & Feed Co. and the Harrisburg Stor- 
age Co., died July 21. 

——_e 

TO BUILD NEW ELEVATOR 
Standard Milling Co., Buffalo, N. Y. has 

started construction of a new 2,000,000 
bushel concrete grain storage addition to 
its elevator on the Buffalo river. This will 
make the third new elevator construction 
project in Buffalo this year. Cargill, Inc., 
has already completed a 6,000,000 bushel 
elevator and GLF is now building a 
1,000,000 elevator. 

NAMED DISTRIBUTOR 
Cargill, Inc., Minneapolis, Minn., has 

been appointed distributor for CLO-TRATE 
vitamin products and Fleischmann’s Irradi- 
ated Dry Yeast according to an announce- 
ment by Henry W. Swanson, regional sales 
manager of White Laboratories, Inc., New- 
ark, N. J. Cargill, Inc., will serve the trade 
in Minnesota, western Wisconsin, North 
Dakota and South Dakota on these pro- 


ducts and Montana on the CLO-TRATE 
line. 


ANY GRADE... 


CORN OATS 
Poultry and Milling Wheat 


ANY QUANTITY... 
Write or Wire for Quotations 
BUNGE ELEVATOR CORPORATION 


MINNEAPOLIS MINNESOTA 


Poultry Mash Tests 
Clear Feed Dealers 


Feed dealers received a clean bill of 
health last month from the Wisconsin de- 
partment of agriculture when tests of over 
40 different samples of poultry mashes 
which farmers suspected of poisoning their 
chicks indicated that there was absolutely 
no basis for this suspicion. 

The tests were made at the state feed 
and fertilizer laboratory after poultrymen 
who had suffered heavy chick losses be- 
came suspicious of their feed and substi- 
tuted samples for testing. 

Healthy chicks and rats were used for 
the experiment and after several days’ 
feeding trial none developed the symptoms 
which the senders ascribed to the feed. 
As a result of the experiments W. B. Griem, 
chemist in charge attributed the cause of 
the suspected poisonings to either disease 
or poor husbandry. 

@ — 
@ WILLIAM GUNNING, Industry, Ill., pro- 
prietor of the Industry Elevator & Feed mill 
was married recently to Florence Mc- 
Combs, Annawan, IIl. 

@ GATES ALFALFA MILL, Hudson, Mich., 
owned by Harry D. Gates was damaged 
by fire last month. Loss was estimated at 
over $40,000. 

@ TURNER SEED & SUPPLY CO., Arthur, 
Ill., is building a new addition to provide 
extra storage space. 


FEED BARLEY 


ANY TIME... 


FOR FEED MIXING 
- TANK CARS - BARRELS - DRUMS 


QUALITY AND SERVICE UNEXCELLED’ 
| SHIPMENTS FROM NEW ORLEANS AND ATLANTIC SEABOAR 


MOLASSES CO. 
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— bulletin board 


(Continued from Page Nine) 


ACTUAL photos plus signed 
testimonials sell many custom- 


ers on Brown's feeds. Here is 
one of the pictures used on 
the bulletin board showing the 
two calves mentioned in the 
first letter. 


other kind I have ever used (Mrs. J. F. 
McKeown.)” 

The third letter is as follows: “The fol- 
lowing is the record of my 24 Chester 
White hogs. They were farrowed April 
12, 1940. Their average weight at six 
months of age was 252 pounds. Their 
weight when shipped Dec. 17, 1940 was 
317 pounds. I kept back two for butchering 
and killed them Jan. 21, 1941. Their weight 
on this day was 413 pounds. We fed your 
fine hog supplement and our farm 
grains all the way. These hogs were a 
beautiful sight to look at. We kept them 
in a pasture along the road. Many farm- 
ers noticed them and remarked what a 
uniform bunch of hogs they were and how 
fast they put on weight. (Peter Pfeifer.)” 

The remaining letter stated: “The past 
year we have kept all the heifer calves 
and when they were about three weeks 
old we mixed ¥2 bushel oats, %2 bushel 
corn and 25 pounds of your calf pellets 
and kept this mixture before them. In no 
time they were eating enough and by the 
time they were five or six weeks old we 
took the milk away from them. The calf 
pellets were very economical as well as 
sanitary. Having raised 14 calves the past 
year, I can recommend your pellets 
very highly. (W. W. Richy.)” 

The clipping from the local newspaper 
was a picture of a herd of dairy cows 
shown in their stanchions in the barn, to- 
gether with their record. The picture and 
record were sent in by the official cow 
tester. While the item did not mention 
the brand of feed used, it was the brand 
handled by Mr. Brown. 

“When customers and prospective cus- 
tomers read these letters and this official 
record of the tester,”’ says Mr. Brown, “they 
realize at once that there is no bunk about 
it. Many people, when told of these records 
verbally, sometimes think it is only sales 
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talk. But they know the kind of records 
shown on our bulletin board are not faked 
nor overdrawn. We consider our bulletin 
board by far our best method of advertis- 
ing. 

Mr. Brown, however, uses several other 
forms of promotion and they all tie in with 
each other. A newspaper ad is used every 
week in the local newspaper. Direct mail 
is also used to some extent. This is mostly 
in the form of cards. Both the cards and 
the advertising mats are furnished by the 
manufacturer of the feeds sold. 

Mr. Brown is also a great believer in live 
displays. During the spring season, he 
always has a display of baby chicks, 
which he handles for a large Indiana 
hatchery. Then, during the laying season, 
he stages a laying contest in the store. 


cades of experience counts . 
your business. 


J. 


Experience Always Counts 


When you buy any item in the Gerber line you are 
assured of quality merchandise, because it is backed 
by half a century of building dependable metal pro- 
ducts. When you buy you want equipment that is 
precise, efficient, long-lived and constant in opera- 
tion. Fifty years of “knowing how” means these 
qualities are inherent in Gerber equipment. Five de- 
+ . put it to work in 


. GERBER SHEET METAL WOR 


Customers bring in the hens they wish to 
enter. Daily records are kept of the 70-day 
contest and prizes are awarded for the 
best performance. 

As a special attraction last fall, a cus- 
tomer who had fed Mr. Brown's feeds 
brought in seven White Rocks, which were 
kept in a battery by themselves. In five 
weeks, they put on an additional 1% 
pounds of weight on an average. 

Mr. Brown purchased the feed business 
Jan. 1, 1939 from Welch Brothers, one of 
whom is still employed by Mr. Brown. He 
added seeds and poultry equipment to the 
lines handled and also buys eggs and 
cream. He handles a complete line of 
Wayne feeds and sells baby chicks and 
poultry remedies. In addition he has built 
up a good retail business on flour. 


The Gerber 
No.2 Distributor 
Spout 
Write Today 
for a 
free catalog 
H 1 - 1941 


— 


519 S. 3rd St. 
Minneapolis 


from us. 
% 


ry Our Specialized Service 
for Feed Manufacturers 


As millers of grain specialities for feed manu- 
facturers we offer you individual, personal- 
ized service which guarantees satisfaction. 
Next time you are in the market for any of 
the products listed here let us furnish your 
requirements. Our fast service and quality 
products make it worth your while to buy 


FAST SERVICE 


FRUEN MILLING CO. 


MINNEAPOLIS, MINN. 


Table Rolled Oats 
Feeding Rolled Oats 
Steel Cut Oat Groats 
Feeding Oat Meal 
Pulverized and Bolted 
Oats 

Whole Oat Groats 
Steel Cut Wheat 
Ground Oat Groats 


Oat Mill Feed 

Oat Mill Feed with 
Molasses 

Pulverized and Bolted 
Screenings 


Steam Crimped Oats 
Steam Rolled Barley 
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The “BEST BUYS” 


Small’s Dehydrated Alfalfa 
Meals 

Stonemo Granite Grit 

Clear Quill Livestock 
Mineral 

Nopco A & D Feeding Oils 


WATERLOO MILLS CO. 
Manufacturers and Wholesale 
Distributors 
Waterloo . .. Phone 28... lowa 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
Specialize in 
GOOD 
CORN and OATS 


For 


WISCONSIN TRADE 


Prices Right — Service Prompt 
TRY US 


@ MARTIN D. CARROLL, 72, Logansport, 
Ind., former feed store and elevator oper- 
ator at Royal Center died July 25. 
@ WILLIAM WALLACE, 72, Philadelphia, 
Pa., founder and president of the Milwau- 
kee Grain & Feed Co., died Aug. 1. 
TO EXPAND PLANT 
McMillen Feed Mills, Inc., Fort Wayne, 
Ind., has started construction of a new 
100 foot, three-story addition to its plant at 
Gibson City, Ill., according to an announce- 
ment by company officials. The building 
will be of reinforced concrete. The com- 
pany has also purchased a number of 
residences and lots at Gibson City which 
will in turn be sold to employes of the firm. 


MINERALS 


FOR 
ee POULTRY 

MASHES 


tains combination of Manganese, 
lodine, Copper and Iron together 
with an lodine stabilizing material. 

is not a substi- 


TRA-MIN 


and Phosphorus; it is a supplement to these. 
Use in poultry mashes, dairy feeds, stock 
feeds and hog feeds. WRITE TODAY 
Full information and directions on request 
WHITMOYER LABORATORIES, Inc. 
Manufacturing Chemists, Box 14, MYERSTOWN, PA. 


Employment Bureau 


A complimentary, confidential service — 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


MILL EXECUTIVE or SALESMAN—Thirty years’ 
good experience in large milling business, Cen- 
tral states territory preferred. Married. Refer 
to No. 6041, % The Feed Bag, Milwaukee, Wis. 


SALESMAN—Well versed in animal nutrition, 
Good experience selling nationally known feeds 
and by-products. Wisconsin, Minnesota, Iowa 
and Illinois territory preferred. Married, 42 
oe of age. Refer to No. 7041, % The Feed 

ag, Milwaukee, Wis. 


POSITIONS AVAILABLE 


SALESMAN—For states immediately west of 
the Mississippi river. Feed ingredient experi- 
ence. Give full details in first letter. Refer to 
No. 5041A, % The Feed Bag, Milwaukee, Wis. 


EXECUTIVE TYPE — Sales representative ac. 
— with feed men in middle west territory. 
d opportunity for ambitious salesman. Give 
references and previous connections in first let- 
ter. Refer to No. 541A, % The Feed Bag, Mil- 
waukee, Wis. 


FEED SALESMAN -— With established dealer 
following in central and northeastern Ohio. 
Salary and expenses. Full particulars in first 
letter. Refer to No. 1541A, % The Feed Bag, 
Milwaukee, Wis. 


SALES MANAGER—With ability to build up 
sales on mixed commercial feeds in eastern ter- 
ritory. Give full information, experience, refer- 
ences, salary in first letter. Refer to No. 8410A, 
Y The Feed Bag, Milwaukee, Wis. 


DISTRIBUTOR — Feed grinding and mixing 
equipment — acquainted in western New York 
territory. Attractive proposition. Give full in- 
formation in first letter. Refer to No. 1841A, 
% The Feed Bag, Milwaukee, Wis. 


Minnesota Girl Flour 
Good Bread Flour 


quality 


spring wheat flours 


A Complete Line of Mill Feeds 
Capital Flour Mills, Inc. 


Corn Exchange Bldg., Minneapolis 


ROLLED OATS 


Other DEMON Products 


@ STEEL CUT OATS 

@ WHOLE OAT GROATS 
@ FEEDING OAT MEAL 
@ REGROUND OAT FEED 
@ OAT GROAT FLOUR 
@ PULVERIZED OATS 


Des Moines Oat Products 
Company 
DES MOINES, IOWA 


batter up 

ry 
good service and plenty of it when 
you pick up feed at our wholesale 

warehouses. 

Fish Meal, Peanut Meal, Beet Pulp, 
Winnebago Corn Distillers Grains, 
Calf Manna, Produlac, Malt Sprouts, 
Buttermilk Powder, Fertilizers, Fox, 
Mink, Dog Feeds, Dried Molasses. 


FEED SUPPLIES, Inc. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


FOND DU LAC 


NO-MILK 


NO-MILK Calf Food has been a popular profit 
item with feed dealers for more than 55 years. 
More than 1100 dealers who now handle No-Milk 
Calf Food are helping their customers raise better 
calves and hogs. Write today for complete infor- 
mation and prices. 


National Calf Pellets Are Also Available 


NATIONAL FOOD COMPANY 


D. R. MIHILLS, Mgr. 


WISCONSIN 


FRrcadway hess 
ETTER RINTING 


435 N. SECOND STREET 
MILWAUKEE, WISCONSIN 


° 
We Specialize in 


High Grade Color Printing 
~ Catalogs and Trade Publications 
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OWN by the old mill stream in Cor- 

inth, N. Y., you will find the old firm 
of Burnham and Winslow grinding grain 
with woter power and mill stones used 
here for the past one hundred and fifty 
years; but the old firm has streamlined 
its merchandising. John Winslow is selling 
feed with homespun service mixed with 
scientific advice and a money back 
guarantee. 

“I get out on the truck myself and make 
all deliveries,” Mr. Winslow explained. 
“I know exactly how each bag of feed we 
sell is being used and I can usually tell 
when a dairyman or poultryman is about 
to make a mistake in his feeding. Often 
I am able to prevent it but sometimes I 
am just a little too late. 

“Last August, for example, several poul- 
trymen began blaming our growing mash 
when their young chickens refused to eat 
and began dropping off. Upon investigat- 
ing I learned that the complaining poultry 
raisers were foolishly feeding soft sweet 
corn to their chickens and it was caking 
in their crops! 

“In the spring when the cows first go 
to pasture, I always hear a few complaints 
that the cows aren't eating our dairy feed. 
‘Of course they're not,’ I say. ‘They have 
all the protein they need in the fresh grass 
they‘re getting for the first time in months 
—but don't worry—they'll be back again 
for their feed just as soon as they become 
accustomed to grass again.’ 

“Of course there are times when I get 
stuck and can't answer a certain question 
on diet or nutrition. Then is when I turn 
to J. M. Beirmeister who manages Owen 


old mill uses 


merchandising 


D. Young's dairy farm in Van Hornsville, 
N. Y. He comes right over and gives me 
his advice which is usually pretty accur- 
ate. But if we both get stuck, we call upon 
a professor at Cornell for the last word on 
the problem.” 

“Does this type of service pay?” Mr. 
Winslow was asked. 

“It most certainly does,” he replied. 
When you are able to raise a poultryman’'s 
egg production from 90 chickens up to 80 
eggs a day by supplying the correct feed- 
ing formula — you don’t have to worry 
that the customer is going to buy his feed 
from somebody else. And news like that 
gets around. It’s our best kind of adver- 
tising. 

“I carry only one brand of commercial 
feed which I have found thoroughly reli- 
able. The stuff they sell down at the 
chain stores can't come up to it in quality. 
But I’m learning something from the chains 
—they always get their money for what 
they sell. That's something we haven't 
always done. I know more than one feed 
man who has all his profits tied up on his 
books. 


I am cutting out credit as much as I 


qgoRTON 


"G.P." 
FORTIFIED 


400 D 
2000 A 


COD LIVER AND 
FEEDING OILS 


FEEDING OIL 
85D 
600 A 


VITAMIN D in A.O.A.C. units 
VITAMIN A in U.S. P. units 


NEW ENGLAND 
BY-PRODUCTS 
iCORPORATION 


177 MILK STREET — BOSTON, MASS. 


DIVISION SALES MANAGERS 
WESTERN 
t. F. MORRIS, 4949 Vincent Ave. So., MINNEAPOLIS, MINN. 


REGULAR 


125 D 
1000 A 


FEEDING OIL 


400 D 
1000 A 


WM. ANDERSEN, 600 S. Deleware Ave , PHILADELPHIA, PA. 


THE FEED BAG — August, 1941 


| For Bigger Profits, Use | 


When Mixing— 


Laying Mash, Chick Starter, 
Growing Mash, Mineral Feed 
And All Livestock Feeds. 


@ YEASTEX is the IDEAL FEED 
SUPPLEMENT approved by thou- 
sands of leading poultrymen, hatch- 
erymen, and livestock raisers. For 
faster growth, higher vitality, more 
eggs, and longer laying periods — 
USE YEASTEX! High percentage 
of live yeast cells assures excellent 
results. If you are a feed mixer, you 
can well afford to use YEASTEX 
because it is so inexpensive. Simply 
add two pounds of YEASTEX to 
every hundred pounds of dry feed 
concentrate. The cost of adding 
YEASTEX amounts to only a few 
cents. Yet the addition of YEASTEX 
will result in greater customer satis- 
faction because your “feed mix” 
will be far more palatable and pro- 
ductive. YEASTEX is a strictly top- 
grade product. Write today for 
Special prices in quantity lots. 


REEL PRODUCTS CO. 


MONTICELLO, IOWA 


WATER power and mill stones 
are still used for grinding grain 
at this old mill but the owners 
agree that it takes strictly mod- 
ern merchandising methods and 
streamlined service to sell feed 
and keep present-day customers 
content. 


possibly can. And I am going to borrow a 
slogan from the Chinese laundryman who 
says, ‘No tickee—no laundry’. Only I'm 
going to change it to read, ‘No cash— 
No feed!’ 


@ J. R. MULROY, Alton, Ill., has been 
named manager of the Standard-Tilton 
Milling Co., Alton. The firm was recently 
purchased by the Russell-Miller Milling 
Co., Minneapolis. 


LET US 
MAKE UP 
ONE FOR 

You 


For More Profttable 
Operation of Your Business 


A new Prater Catalog, individually built to 
the needs of your business, is now ready for 
distribution. Indicate below the equipment 
that might aid you in your business, or at- 
tach the coupon to your letterhead telling 
this company about your grinding and mix- 
ing problems, and we will send you a catalog 
assembled to meet the growing needs of 
your business. 


PRATER PULVERIZER COMPANY ! 
1825 S. 55th Ave., Chicago, Illinois 
Our Business may need a 

Grinder [] 15 HP [] 20 HP [] 30 HP 


| 
| 
| 

[140 HP []50 HP []70 HP | 
| mixer [1 % Ton [11 Ton | 
| £1 1% Ton Capacity Corn Cutter [ ] | 
| Name | 
Address | 
| City State. 


PRATER | 


PULUERIZER COMPANY 


1825 South 55th Avenue, Chicago, Illinois 
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CENTRAL 
JAMES A. ZEHR, PETTISVILLE, OHIO (Michigen, Ohio and Indisne) 
| 
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Service department for our readers. Low 
Rates: 35c per line; minimum, four lines 
including heading. 


FOR SALE 
Two water power mills in Wisconsin. 
Write GL-841, % The Feed Bag, 
Milwaukee, Wisconsin. 


BUSINESS FOR SALE 
Half or all of well established active whole- 
sale and retail flour, feed, salt, etc. business. 
Good distributing point in fine territory. Well 
equipped, including mixer, grinder, trucks, etc. 
ag WH-8041, % The Feed Bag, Milwaukee, 
is. 


HIGH GRADE MAN WANTED 

To manage sales and salesmen for small New 
York state mill selling mixed commercial feeds 
in New York and Penna. Must build up sales 
force and be able to travel with salesmen on 
respective territories. Please give complete in- 
formation in first letter, salary expected. Write 
VM-0841, % The Feed Bag, Milwaukee, Wis. 


ERGOTY RYE SCREENINGS 
Watch your top scalpings for ergot. 


Write for 
information, prices, cleaning suggestions. 
UNIVERSAL ORATORIES, DASSEL, MINN 


MILL EQUIPMENT FOR SALE 

One small Richardson automatic grain receiv- 
ing scale; one cast iron elevator boot for 6”x4” 
buckets; single and double leather belts, rubber 
belts, various dimensions. split pulleys 
various diameters, 7” faces. Two 9”x24” 3 pr. 
high six roller mills and one 9”x30” 2 pr. high, 
four roller mills; several pairs 9”x24” and 
9”x30” chilled iron rolls. Low prices. Write 
Thomas G. Getchell, Machias, Maine. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has moto1 
—latest style machine—used short time. Write 
CD-116, % The Feed Bag, Milwaukee, Wis. 


CORN CRACKER AND GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one tor 
per hr. A-l condition, guarantee. Write CM-116, 
% The Feed Bag, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor —used only short time. 
Like new. Bargain for cash. Write MM-116, % 
The Feed Bag, Milwaukee, Wis. 


DISTRIBUTOR-SALESMAN 

Man covering the custom mills and feed trade 
of Western New York is wanted for an estab- 
lished line of feed grinding and mixing equip- 
ment. May handle non-competitive lines, but 
territory should produce substantial income for 
man willing to work it thoroughly, backed by 
extensive lead-producing advertising. 

No investment required. We offer either an 
expense-commission or attractive straight com- 
mission arrangement to a producer. ive full 
details and references in first letter. 

—" PC-1841, % The Feed Bag, Milwaukee, 
is. 


FOR SALE 
In a small town; grain elevator, electric feed 
mill and mixer. Good business. Write Meacham 
& Son Real Estate, 1012 N. Washington St., 
Green Bay, Wis. 


@ WHITACRE & STEWART FEED MILL, 
Dunkirk, Ind., has enlarged its service de- 
partment and installed two new gasoline 
pumps. 
@ GEORGETOWN FARMERS ELEVATOR 
CO., Georgetown, Minn., was incorporated 
last month by Martin E. L. Wilk, Charles 
J. Steen, and W. F. Bunnell. The company 
will deal in grain, flour and feed. 
@ RAY RANDALL, Jr., Union City, Mich., 
received a badly crushed wrist last month 
when he caught his arm in the feed mixer 
as he was attempting to remove a mass 
of clogged bran. 


Wood Is Manager 


For Iowa, Nebraska 


S. Gilbert Wood better known to the 
trade as “Gib” has been named state man- 
ager for lowa and Nebraska according to 
an announcement by Atkins & Durbrow, 
Inc., New York City. 

Mr. Wood who is a 

Purdue 


= graduate of 
university was engag- 
ed in the hatchery 


and South Dakota for 
five years, and was 
also employed with 
. Swift & Co. for seven 
years in hatchery and 
turkey farm supervi- 
: sion and service work 

in Iowa, Nebraska and 
GIB WOOD Colorado. 

Atkins & Durbrow, Inc. are exclusive dis- 
tributors for California Packing Corp., E. R. 
Squibb & Sons, VioBin Corp., Pabst Brew- 
ing Co. products in the poultry and animal 
field, and Pioneer brand of peat moss pro- 
duced by the Erie Peat, Ltd., of Canada. 

Warehouses are located at Des Moines 
and Omaha to facilitate prompt deliveries 
and the company announces that Mr. 
Wood's services will be available to all of 
their customers and friends in this territory. 

@ HERB BEHRENS, Stanwood, Iowa, op- 
erator of the Behrens Feed Store has pur- 
chased a half interest in the Stanwood 
Feed & Supply Co. from Robert Domer 
and will merge the two firms. 


@ JAMES MORGAN & SON, Cayuga, Ind., 
have purchased the Cayuga Milling Co. 


Midland Hay & Feed Co. 
Beet Pulp and Millfeed 


220-222 Corn Exchange Building 
Minneapolis, Minnesota 


For better Hog and Poultry Feeds add 


PURITY YEAST 


High in Lactie Acid, Nicotinic Acid, 
Pantothenic Acid, 
Vitamin B,, Riboflavin, Vitamin G 


Write for Delivered Prices. 


PURITY YEAST CO, Estherville, 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either Prompt or Deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A. L. STANCHFIELD & Co. 


Wholesale Grain and Feed Merchants 
500 Corn Exchange Bldg. Minneapolis 


ARMOUR’S MEAT SCRAPS 
NOPCO COD LIVER OILS 
MANAMAR—OMALASS 
KELP—STALEY SOYBEAN MEAL 
Maney Brothers Mill & Elevator Co. 


Minneapolis, Minn. 


Now! - Buy SUPERIOR’S -Pure 


Meat and. Bone Scraps 
Digester Tankage 
Bone Meal—Blood Meal 


Superior Packing Co. 
St. Paul, Minn. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since '92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


Feeding Oat Meal 
Meat Scraps — Produlac 
Colloidal Phosphate 
Silmo — Cod Liver Oils 
North East Feed Mill Company 


MINNEAPOLIS MINNESOTA 


«FOR FEED CALL« 


“Stormy” 
IOWA FEED COMPANY 


Phone 45177 Des Moines, Iowa 


LEARY 


MINNEAPOLIS 


WHEN IN THE MARKET FOR — Poultry Wheat, Feed 
Oats, Wheaty Barley, Feed Barley, Corn, Feeding Screenings, 
Ground Screenings — write or wire for quotations. 


HIAWATHA GRAIN COMPANY 


MINNEAPOLIS, 


MINNESOTA 


FO RT- \ -FY Your PROFITS with 


MARION, OHIO 


OLD FORT concentTRATES 


OLD FORT MILLS, Inc. 


FEEDS and 


HARRISBURG, PA. 
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Arcady Farms Milling Co 6 


TRY OUR 


PECOS SPECIAL 
IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NBW MEXICO 
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New England By-Products Co........ccsesccseseeeees 55 
M. J. Neahr & Co 28 
North East Feed Mill Co 56 
Northern Milling Co 58 
Northrup King & Co 37 
Old Fort Mills, Inc 56 
Oyster Shell Products Co 26 
Pecos Valley Alfalfa Mill Co.........ccccccsscseeeees 57 
Chas. Pfizer Co 48 
Prater Pulverizer Co 55 
Purina Mills 44 
Purity Yeast Co 56 
Quaker Oats Co 41 
Quincy Soy Products Co 8 
Reel Products Co 55 
The Riebs Co 31 
R. J. Roesling & Co 51 
F. M. Rosekranz, Jr 50 
Ryde & Co 57 
Dr. Salsbury’s Laboratories. 39 
Sargent & Co 43 
Screw Conveyor Co 42 
Shores Co. 45 
Sidney Grain Machinery Co..........cccsscssesseesseese 46 
Silmo Chemical Co 40 
E. R. Squibb & Sons 13 
A. L. Stanchfield Co 56 
Stratton Grain Co 31 
Strong Scott Mfg. Co 3 
Sunset Feed & Grain Co 50 
Superior Packing Co 56 
Swift & Co 50 
Tennant & Hoyt Co 48 
Vio Bin Corporation 18 
Waterloo Mills Co 54 
Werthan Bag Corp 46 
White Laboratories Inc 33 
Whitmoyer Laboratories Inc 54 
Wilson & Co 57 


Firms that spend money to build good will are 
less likely to do anything that might nullify the 
effect of their advertising than firms making no 
such investment. It will pay readers to trade with 
The Feed Bag advertisers. 
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i] PITLESS CORM SHELLER 


for the BEST in 
MILL EQUIPMENT 


To be classed as the best, mill equipment 
must meet several important requirements. 
It must be economical in first cost as well 
as in operation; rugged in construction 
for longer life; do the work faster for 
greater profit; do the work better for 
more satisfaction . . . Kelly-Duplex equip- 
ment is doing this every day for hundreds 
of successful feed mills and elevators. 
Every item in the complete Kelly-Duplex 
line is guaranteed for your protection. 
Get complete details. 


WRITE TODAY! 


The Duplex Mill Mfg. Co Springfield, Ohio. 


Famous A Brand 
for more }, pay that 
than 25 

more 
years tHe AME: 

sales 


(Look for the Red Spotted Bag! 


A prepared meal to replace milk. 
Is steam cooked and remilled for 
added quality. Saves up to 50% on 


feeding costs. 


NUTRITIVE MINERALS 


“Nature’s Own” calci- 
um from cooked and 
ground egg shells, 
egg albumen, 
other health-giving 
minerals makes these 
minerals especially 


valuable. 


plus 


Look for 
this Seal! 


5425 W. Roosevelt Rd. Chicago, Ill. 
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DIGESTER TANKAGE 
MEAT AND BONE SCRAPS 
BONE MEAL 


YOU CAN’T 


BUY 
BETTER 
QUALITY 
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MORTON’S SALT 


Highest Quality 


Prompt Service 


| 
| 


MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 


if 


FOR SATISFACTORY RESULTS 
IN EVERY BRANCH OF 

THE GRAIN BUSINESS 

TRADE WITH 


ARGILL 


INCORPORATED 


MINNEAPOLIS AND ALL 
PRINCIPAL TERMINAL MARKETS 


Special Attention Given To Barley 
And All Feed Grains Shipped To 


MILWAUKEE 


Read the Cargill Crop Bulletin 


MOLASSES 


In Block Form 


LAPP’S 


Mineralized Molactas Blocks 
For Cattle, Hogs, Sheep and Horses 


INGREDIENTS 


Dried Molasses and Yeast Solids after Alcohol is 
removed, with added Minerals of Bone 
Phosphate of Lime 
Potassium Iodide — Iron Oxide — Bone Charcoal 
Sucrose — Anise — Copper Sulphate 


THE EASY AND ECONOMICAL WAY 
TO FEED MOLASSES AND MINERALS 


Write for details 


SPECIALIZE: IN CONCENTRATES ’ 


Nevada, Iowa Minneapolis, Minn. 


_tomers get capacity production from their flocks. 


Start Now for 
Better Mash Business 


There are lots of nice pullet flocks in your trade 
territory that will soon be ready for 


WISCONSIN 
EGG MAKER 


BIG FOUR 
MASH 


Once started on this money-making egg pro- 
ducer, they will be steady customers for the 
whole season. Get set to build up your fall egg 
mash business by stocking up NOW on Wiscon- 
sin Egg Maker or Big Four, and help your cus- 


NORTHERN MILLING CO. 


WAUSAU __ Since 1883 WISCONSIN 
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| ABORATORIES & 
DRATC 


You can turn the 
‘nto extra Profits 


grain you buy 


quickly — by 


splendidly 


CENTRATE for poultry —when 


Murphy CONCENTRATES 


Put Extra Dollars 
Into Your Pocket... 


@ Why not write for details of the profit- 
making Murphy Mixing Permit? We'll 
gladly send you full details, without the 
slightest obligation. We will also tell you 
how we help you sell—and our year- 
round advertising support—which help 
keep Murphy Feed Merchants at the head 
of the Profit Parade. 


BURLINGTON, WISCONSIN 


mixed with farm 


evety animal 


MURPHY PRODUCTS COMPANY ~ 


grains provide 
balanced rations fort 
on the farm. 


Mixing Permit 


ith con- 
ding and mixing W The Murphy 
aie which correctly balance gives you 16 scientifically sa 
i need. 
them for better formulas—4 feed 
Murphy's CUT-CO It enables you 
ds—and at mu 
Murphy bran 


MAKE “77Zoze MONEY WITH “lurphy 


FROM 
YOUR MIXED FEEDS 


i » a | : 
| 
| 
! : 
; 
ba | | 
| | 
| 
| 
| 
4 
| 
Be, 
M 
| Mt | 
fo 
SS] 
/ 
4 
| 
* KY Wew, Yy 
= 
re J 4 
—Y 
| 


When you sell a bag of flour you are really 
selling—not just flour—but baking results. 
It is important to you, therefore, to be sure 
that the flour you sell will give the results your 
customer has a right to expect. 


That’s why so many dealers recommend 
Enriched KING MIDAS Flour. They know 
that this top-quality flour will give complete 


baking satisfaction to the most particular house- 
wife. They know, too, that once a customer 
tries KING MIDAS Flour, she’ll buy it again 
and again. 

If you have not yet learned about the money 
making possibilities of KING MIDAS Flour, 
write to us today for complete details of our 
plan for selling “quality at a profit”. 
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